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® Loose-leaf for progressive accumulation of up-to-date data. 


®@ Not mere editorial opinion but experience and practices 
of successful Underwriters indexed for easy finding. 


SERVICE be easily and quickly incorporated in The Dia- 
mond Life Bulletins loose-leaf binders. Hence, 


| es DIAMOND LIFE BULLETINS 
gives you everything you need and can your Service is always kept up to the minute. 


use in the way of selling ideas and statis- 
3 All this material is classified and indexed 
« for easy reference. Further, “Study or Refer- 
Life ence Guides” are now being supplied with each of 
illaien Suisien to tie tet: ek cl the 34 major subjects treated in the Sales Section. 
practical selling plans as they are developed by These unique Guides are extremely useful for: (1) 
outstanding Underwriters. In = many _ instances, Individual study, (2) Material for Agency Meet- 
extreniely valuable ideas come to our desk auto- » (3) _ Copy for Agency Bulletins, (4) Ad- 
matically because of our long established editorial » () _Sales letters, (6) Subject matter for 
contacts over the entire country with the best \geney Clinies and discussion groups. 
thinkers in the business. In addition, ideas are 
gathered by personal conference, by regular 
monthly reviews of general business magazines. 
and texts on general selling, as well as current 
Life Insurance literature. 


tical information “under one roof”. 


1 You gain aecess, thru The Diamond 
= 


4 You will also have at your finger tips a com- 
* posite rate book of 45 leading companies 
corrected monthly. Not merely announcements of 
changes as given in news magazines, but actual 
rates, actual dividends, actual surrender values and 
2 New and worthwhile plans and techniques exact policy information as shown in company rate 
= are yours as fast as they are developed — books and their supplements — filed where 
and, they are assured against loss because they can’ ean quickly and easily find them. 


TWO EASY MONTHLY PAYMENT PLANS 


l-year Time-Payment Plan; ($78) $6.50 with order and $6.50 a month for eleven months. 
2-year Time-Payment Plan: ($120) $5.00 with order and $5.00 a month for 23 months. 
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SOUTHLAND 
LIFE 


. enters a new year confi- 
dent in the promise of the 
greatest twelve months in its 
history and looking forward 
to its annual vacation—con- 
vention in Colorado, for 
which a large number of 


agents are already qualified, 





with six months to go. 





For information concerning 
Agency Contracts, address: 


B. A. DONNALLY 


Executive Vice President 











SOUTHLAND LIF'E 


INSURANCE COMPANY 


Home Office— Dallas, Texas 


A. Morgan Duke, President 








LIFE AGENTS...! 


YOU CAN SUPPLEMENT YOUR 
INCOME 


BY FURNISHING YOUR CLIENTS WITH 


“An Income When They Need It Most’’ 


ae BO 


YOU CAN DO THIS—— 


in Conjunction 


WITH YOUR PRESENT WORK 


Gf you do not already have a 
good line of acudent and health 
policies we ash that you consider 


FIVE FEATURES 


Non-Cancellable; 

Guaranteed Renewable to Age 65; 

No Increase in Premium at Any Time; 

No Rider or Restriction After Issuance; 
Non-Proratable for Change of Occupation; 
Hospital and Surgical Reimbursement Included. 


A GO 


ALSO... 


YOU CAN OFFER your prospects and policyholders the 
best protection obtainable if you are equipped to sell them 


policies with the above features. 


(Write us for full details regarding our 
“Income Booster” arrangement for life agents) 


Over $2.00 in Assets - - - For Each $1.00 of Liabilities 


“Income Protection Since 1895” 


en 


LOYAL 


PROTECTIVE LIFE INSURANCE COMPANY 


BOSTON — MASSACHUSETTS 


CANADIAN OFFICE 
Toronto, Ont. 


E. B. FULLER, V. President 


WESTERN OFFICE 
Portland, Ore. 


J. M. POWELL, President 
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No Cause for Alarm 
in Federal Activity, 
M. J. Cleary Says 


Holds American Good 
Sense Bars Moves Against 
Institution or Agent 


NEW YORK—Neither the institution 
of life insurance nor the agency system 
is going to suffer at the hands of the 
federal government, President M. J. 
Cleary predicted at the Northwestern 
Mutual Life’s big regional gathering 
here. After tracing the history of life 
insurance and particularly its magnifi- 
cent record during the 1930s, Mr. Cleary 
declared that in his opinion the good 
sense of the American people is not go- 





M. J. CLEARY 


ing to let an institution that serves in 
that way. be hampered merely because 
“an individual here and there or an in- 
Stitution here and there has_ sinned 
against the trusteeship that is inherent 
in life insurance.” 

_. The efficiently and honestly managed 
life insurance companies stand at the 
gateway to the ’40s with strength and 
capacity to serve at a higher level than 
at any time in the history of this busi- 
ness,” he added. 


Agent’s Status Secure 


Discussing the uneasiness which has 
been felt in some quarters about the fed- 
eral government’s intentions toward the 
agency system, Mr. Cleary said: 

I’m not staying awake worrying 
about some of the things that newspa- 
per and trade journal writers and editors 
are writing rather freely about what the 
Situation in Washington is going to do 
to life insurance. We hear a good deal 
(CONTINUED ON LAST PAGE) 





Some Interesting Trends 
in Life Insurance 


There seems to be every indication 
that many of the non-participating com- 
panies will again increase their rates, 
being forced to by the exigencies of the 
times. It would not be surprising to see 
this move taken in the not distant fu- 
ture. There have been many informal 
conferences and inter-company expres- 
sions of opinion as to what should be 
done and when it should be done. This 
applies not only to the large institutions 
writing non-participating but to the me- 
dium and smaller companies. They are 
all practically in the same boat, 


Dividends Have Been Reduced 


The participating companies have re- 
duced their dividends. In this way they 
are able to take care of any fluctuation 
of moment. They of course are con- 
fronted with an abnormal condition now 
and have been during the last few years. 
The only alternative the non-participat- 
ing companies have is to increase their 
premium rates. An attempt has been 
made in the past to maintain what might 
be called an even balance. That is, the 
non-participating companies would aim 
to have their rates somewhat near the 
net cost of insurance purchased from 
mutual companies. Many of the execu- 
tives of non-participating companies be- 
lieve that the rates are still too low as 
compared with the net cost of the mu- 
tual companies. 

Actuaries from the Travelers, Aetna 
Life, and Connecticut General indicated 
at hearings before the Piper committee 
of the New York legislature last No- 
vember that the companies were seri- 
ously considering rate increases. It was 
inferred that it would only be a matter 
of a few months at the most before new 
rates were set. There have been three 
rate increases, beginning about 1933. 
The first two were relatively slight. 
However, in April, 1938, an increase of 
8 to 11 percent, depending on plan, 
was promulgated, along with consid- 
erable changes in contract provisions, 
including surrender charges. The pre- 
1933 rate for a nonpar contract at age 
35 was $19.71. It is now $21.42. 

The condition is due entirely to the 
investment problem. The companies are 
experiencing a favorable mortality. 
While the expense ratio has increased 
there is nothing in that line to attract 
any particular attention. It is some- 
thing that can be regulated. 

The companies, however, are face to 
face with the constant decrease in in- 
terest rate and the inability to secure 
investments that will yield them a re- 
turn much beyond the legal rate of in- 
terest. In fact, many companies are 
purchasing government securities that 
are below the legal interest rates hoping 
to secure an average from other classes 
that will be favorable. A study of in- 
vestment portfolios leads to the con- 
clusion that there is no financial wizard 
who can tell just what is the most de- 
sirable security to buy, taking into con- 
sideration the future. The investment 
situation is by all odds the greatest 
problem confronting life companies. 
Classes of investments that were re- 
garded as A-1 in the past have caused 
no end of trouble. 





Life companies above all else are re- 
quired to look far ahead and take no 
chances so far as security is concerned. 
Policyholders have the utmost confi- 
dence in them. Those who are building 
estates and relying on life companies 
to meet their obligations that will ma- 
terialize many years ahead desire se- 
curity above all else. 


BIG 1938 DECEMBER 


All companies at the end of 1938 had 
a great windfall. The changes in rates 
on part of some companies and options 
with others brought about a mammoth 
drive for business in December. The 
result was a large volume. Whether or 
not a company itself had announced 
any changes, its agents caught the infec- 
tion and went into the field with a right 
good will. Every possible prospect was 
solicited. All wanted to get under the 
line before a change was made. There 
was a definite objective that the agents 
had. So far as the changes in settle- 
ment options were concerned, the mine- 
oi-the-run policyholder would not be 
much affected. However, the change 
was used to great advantage and the 
companies saw a spurt that they had 
not experienced for a long time. The 
great volume of business clogged the 
ways of home offices and it was not 
until February that normal conditions 
prevailed. 


No 1939 December Rush 


There was nothing last year to incite 
the agents to unusual action. In fact, 
December production lagged. There- 
fore, it has been a very difficult thing 
for many companies to show an increase 
in new business in 1939 as compared 
with 1938 due to the year end volume. 
The so-called hold-over policies that 
were not settled for and payments were 
made in January and February assisted 
in some degree to bring up the 1939 
production, but the end of the year stim- 
ulus of 1938 was non-existent in Decem- 
ber, 1939. 

Insurance sales in industrial areas fell 
off materially during 1939. New York 
probably felt the brunt of the economic 
situation more than any other city. Yet 
the impact was seen clear across the 
continent and hit Los Angeles a hard 
blow. Wherever there were large in- 
dustries there was more or less unem- 
ployment and the business rebound that 
was expected was held back by the war 
abroad. Reduction in dividends on part 
of mutual companies had an effect on 
their production. 


Outlook Is Brighter 


The outlook for 1940 at the present 
time is brighter than last year. There 
are a number of industries that have 
large orders from countries abroad that 
are engaged in war. This is presiden- 
tial election year and the party in power 
is not likely to advocate radical meas- 
ures that will disturb the business world. 
Any turn toward a more conservative 
policy at Washington would have a very 
beneficial effect on business as a whole. 
Most heads of business enterprises take 
the position that what the country 
needs and what the whole world needs 

(CONTINUED ON PAGE 22) 








| First Year Results 


of the Savings Bank 
Insurance Scheme 


Some Features of the Work 
in New York State Are 
Made Public 


NEW YORK-—Savings banks in New 
York state issuing life insurance policies 
will pay a 4 percent dividend on the 
basis of their first year of operation. 
The announcement states the declara- 
tion of dividend after only one year’s 
operation “is considered a remarkable 
achievement in life insurance circles.” 

The decision to pay a dividend brought 
a congratulatory statement from Gover- 
nor Lehman who was active in support- 
ing the Livingston-Piper act which 
authorized banks to issue insurance. 

_ Commenting on the dividend declara- 
tion, Superintendent Pink said: “The 
savings banks in this state engaged in 
savings banks life insurance are to be 
commended for their decision to test 
‘over-the-counter’ life insurance as a 
public service. Although the insurance 
written to date by the banks is small 
in comparison with total life insurance 
written in New York, the result so far 
have been highly satisfactory. 


Good Omen for Future 


“The payment of dividends to their 
policyholders at the end of the first 
year’s business, after providing for full 
reserves and surplus, is an unusual 
achievement which speaks well for the 
future of savings bank life insurance.” 

E. A. Richards, president East New 
York savings bank and one of the few 
savings bankers who showed any enthu- 
siasm for the proposal before it became 
a law said that savings bank life insur- 
ance had made wonderful progress and 
that by the end of 1940 at least 50 
savings banks of the 134 in the state 
are expected to start accepting life in- 
surance premiums and writing savings 
bank life insurance. Under the New 
York plan, as in Massachusetts, banks 
may participate either as underwriting 
and issuing banks or as agency banks. 
There are now seven of each class in 
New York state. 


$6,500,000 in Force 


Year end figures released by C. V. 
Coleman, Mr. Richards’ assistant, 
showed that there were more than 8,000 
policies in force for face amounts of 
$6,500,000 and that almost 50 percent of 
savings bank life insurance purchasers 
had no other insurance, while another 
25 percent previously had only weekly 
pavment policies. 

While the total amount of premiums 
collected and total dividend payments 
scheduled was not made public, it was 
learned that the following dividends will 
be paid on the six types of policies sold, 
age 40 being the age of issue in each 
case: straight life, $1.03 per $1,000; life 

(CONTINUED ON PAGE 22) 
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N orthwestern Mutual Holds 
Big Eastern Convention 


NEW YORK —Properly handled, the 
new social security law is a fine spring- 
board to greater service and sales and 
alert agents all over the country are 
finding this to be true, Grant L. Hill, di- 
rector of agencies, told the Northwestern 
Mutual Life’s eastern regional sales con- 
ference here. Agents using data cards 
or charts are finding it easy to obtain 
fact finding or “picture taking” inter- 
views because of prospects’ interest in 
the subject and by the query from so 
many: “How does it affect me?” 

Mr. Hill told of an agent who had 
been ill at the time the social security 
news broke and who was disturbed at 
being unable to answer some very 
pointed questions about social security 
which one of his clients asked him. 

“Has the same thing happened to 
your” he asked. “Don’t worry—you are 
going to be asked questions aplenty be- 
fore long and when your policyholders 
or prospects call you up they have a 
right to expect to find you well posted. 


Plenty of Publicity 


“Beginning Feb. 1 Treasury checks 
will start rolling out across the country. 
By the end of the year an estimated 912,- 
000 Americans will have got them to the 
tune of about $114,000,000. There is go- 
ing to be plenty of publicity on the sub- 
ject, you may be sure of that. Just as 
the government’s entry into the insur- 
ance business during the war made pub- 
lic life insurance conscious and raised 
the sights of the average American as 
regards more proper coverage, this 
amended social security act is going to 
make the average American income con- 
scious as nothing else could.” 

Mr. Hill said that while the coming 
decade may not be looked back upon as the 
“fabulous ’40s,” he hoped that it would 
be regarded as the “favorable ’40s.” 
There is plenty of money available to be 
put into life insurance, he pointed out, 
citing the $1,250,000,000 in postal sav- 
ings; the $2,182,000,000 in baby bonds; 
the $10,500,000,000 in mutual savings 
banks and the $14,000,000,000 in time 
deposits and commercial banks. 


Forecasts All Favorable 


“On top of it all, business leaders, the 
professional forecasters and the various 
services seem agreed we are in for con- 
tinued general business improvement at 
least for the next six months,” he said. 
“It looks to me as if it were up to those 
of us in the selling end of our business 
to get geared up to the level of other 
lines. Let’s make the most of this two 
day meeting and then start out next 
Monday to work as we never worked 
before. As always, intelligent hard 
work will bring its reward.” 

Dr. Perry R. Rohrer, clinical psychol- 
ogist and life insurance consultant, Chi- 
cago, gave the results of a study he has 
just completed of 40 million-dollar 
agents. He passed along several point- 
ers based on the technique of some of 
these agents. 


The “Accusing Technique” 


One he termed the “accusing tech- 
nique.” This was used on the iceberg 
type of prospect. After the prospect 
absolutely refused to warm up the agent 
said, “You’re the greatest surprise I have 
struck in a year.” Being asked by the 
startled prospect what he meant, the 
agent replied, “I can’t believe that you 
are not interested in the welfare of your 
wife and child.” From there on Dr. 
Rohrer said the prospect was indig- 
nantly denying the accusation and in the 
process giving all the details the agent 
needed for his case. 

Another agent studied the dialogue of 
Plato and Socrates and mastered the So- 
cratic method of putting one question 
after another in such a way as to draw 
the prospect out. Another good method 
is to stimulate the prospect’s ego. For 


example, express admiration for the way 





in which he has built up his business. 
Another agent, Dr. Rohrer said, has 
mastered the use of logic as a sales tool. 

Appeal to pride is very effective, Dr. 
Rohrer said, citing as an example, “Mr. 
Prospect, you live up on the heights, you 
drive a Cadillac, the only place where 
you live down back of the yards is your 
insurance. When you die they will come 
to look over your affairs and it will be a 
shame to have a thing like that on your 
record.” 

Dr. Rohrer summed up his advice as 
follows: First, get yourself integrated. 
The successful agent is like a cat ata 
rathole. He sees the world through an 
insurance man’s eye. He can see an in- 
surance situation where the ordinary 
agent would see nothing. 

Second, think success. There is a say- 
ing that “He who walks with the lame 
soon limps.” Stay away from those who 
believe it can’t be done and associate 
with men who believe it can be done— 
because it is being done. Big cases are 
being sold. Believe you are going to 
win. Don’t flirt with the possibility of 
failure. Build up for yourself a gallery 
of heroes who are successful, 


Learn to Make Friends 


Third, make yourself a specialist in 
making friends. Successful agents are 
friendly with everybody. 

Fourth, learn to run by your head and 
not by your feelings. Go out and make 
calls whether you feel like it or not and 
when you get out you will feel like it. 
Don’t give in to your moods. 

Fifth, learn to be a good story-teller 
in a way that is appropriate to you. All 
these successful agents are marvelous 
story-tellers. Start with children, work 
up to grown ups and then weave these 
stories into your sales. 

E. M. Lillis, Erie, Pa., who led the en- 
tire eastern territory in paid volume with 
a total of more than $1,000,000 for the 
year ended Dec. 1, gave 10 selling plans 
that have proved helpful to him. 

1. Emphasize life insurance as an in- 
vestment by presenting a limited pay- 
ment or retirement endowment contract, 





eliminating the protection angle until at- 
tempting to close. Men and women buy 
these contracts as savings funds. 

2. Emphasis on the paid-up values 
that may be had at the end of any par- 
ticular year helps swing the prospects 
who are doubtful about adopting any 
sort of an investment in an insurance 
plan that requires a definite future out- 
lay. The prospect in most cases may 
receive participating paid-up insurance 
for an amount in excess of his premiums 
at the end of two years or any year 
thereafter. 


Capital Seeking Investment 


3. Many prospects have bonds which 
are being retired or stock issues being 
refinanced at lower rates and in some 
cases they do not have an opportunity to 
subscribe to the new issue. The invest- 
ors are going to find it increasingly diffi- 
cult to obtain in the open market an in- 
vestment worthy of their savings with- 
out jeopardizing the principal. When 
you consider a 3 percent investment as 
very good and then pay income tax, sur- 
tax and perhaps personal property tax, 
there is very little return. These pros- 
pects are good for limited payment or 
retirement endowment contracts. 

4. You will find some prospects who 
do not want to increase their savings 
with additional life insurance and in 
some cases it is necessary to agree with 
them and state it is not your idea to in- 
crease their estate but to gradually ex- 
change the identity of it by putting it in 
the form of tax exempt life insurance 
that will not require the service of a 
trustee or be confronted with the prob- 
lems of a will. It is not necessary that 
life insurance be bought from annual in- 
come. 


Plight of Realty Owner 


5. To the owner of real estate I refer 
to an actual case. I believe the value of 
real estate in our country has been and 
will be controlled by immigration, birth 
rate, and the facilities of rapid transpor- 
tation. The average investor without 
constant supervision cannot hope to cope 
with these factors. In a case in Erie a 
property was handed down from one 
generation to another. It was centrally 
located and yielded a good income. 
However, the main highway has just 
been diverted and now is about half a 
mile away, which means that other busi- 





PRELIMINARY 1939 LIFE TOTALS 





(IN SOME CASES THESE FIGURES ARE ESTIMATES) 


—- ew Paid Business——, 
1939 1938 


American Reserve Life..... $ 2,465,788 
Pe ee © 10,858,529 
BEUEEIMOED TALC ic 6.569 scc~es 27,380,875 
Bankers National, N. J...... 15,546,700 
Boston Mutual Life........ 22,25 50.000 
RDILOT TALC, CO1D. 0. 6:<:6.00.5:0:0:% 8, 229) 454 
Columbian Natl. Life....... 18,906,809 
Confederation Life, Can..... 48,604,5011 
Conn. Mutual Life... os.» 91,666,969 


Conservative Life, Ind...... 2,713,622 


Continental Assurance ..... 33,438,198 
Equitable Life, Ia........... 42,109,000 
Farm Bureau Life, O....... 9,273,208 
POMONT, AGRE ox 0.0 05056-00068 4,770,720 
Fidelity Mutual cE | rr 24,234,617 
po a ©. rr 18,258,982 
Great-West Lite oa eine e475) oink 61,500,0008 
Ue Ee a eee 42,003,528 
Tmperini Dife, Cans se.s sos. 20,279,152 
TMGIBNAHONUS Tile 2.00.06 660% 10,923,218? 
Jefferson Standard Life..... 48,034,900 


Kentucky Home Mutual.... 3,916,456 
Lincoln National Life...... 

London Life, Can ; 
Midwest Life ...... 

Mutual Life, Can.. 
National Fidelity Life 
National Life, Vt 





Northwestern Mutual Life. .195,179,748 
Northwestern Natl. Life.... 65,052,626 
Pan-American Life ........ 20,634,185 
Peoples Tale, D. C....o.0.. 6.650 6,072,472 
Penn SUtual TaAfe........05 139,026,301 
Policyholders Natl. Life.... 4,186,761 
fe | er 3,558,233 
Security Mutual, N. Y....... 9,876,664 
Shenandoah Life .......... 30.972. 307 
Standard Life, Miss......... 3,883,629 
State Mutual Tife.......... 31,916,808 
State Reserve Life......... 1,817,678 
Virginia Life & Casualty. 4,525,000 

9,397,739 


Volunteer State Life....... 


ae in Ins. in Force—- 
19 1938 






$ 2,481,078 +$ 185,108 +$ 125,548 
9,578,484 +1,242,768 —1,598,466 
28,676,814 + 4,706,987 -+-2,315,757 
16,594,825 +38,279,654 +4,171,687 
24,161,627 +3,650,000 +3,181,781 
8,519,546 +1,618,676 +1,374,697 
19,254.610 +1,888,331 +1,738,008 
50,267,236 +9,951,692 +10,385,223 
100,102,875 + 28,718,281 + 33,948,891 
2,573,040 —261,370 —1,336,295 
25,769,172 + 20,699,213 + 6,429,509 
43,011,000 +7,631,000 +5,419,000 
7,260,448 +6,537,388 + 4,948,347 
6,323,500 —2,694,239 —947,676 
24,359,756 + 2,505,744 +555,314 
17,456,387 +2,470,762 +87,191 
60,920,673 +18,050,000 +18,021,803 
36,965,544 +17,430,819 +10,591,671 
21,616,305 +2,375,756 + 4,687,398 
11,281,499? + 2,949,842 + 2,027,817 
46,109,500 +17,519,142 +14,035,786 
4,476,398 —1,509,443 —928,515 
155,723,033 +39,426,606 + 41,726,175 
90,786,972 +35,650,000 +36,902,538 
4,632,447 +1,075,893 +882,644 
8,339,214 +13,000,540 54-12,847,100 
2,921,132 +430,104 +1,012,922 
50,885,180 +12,110,130 +15,011,374 
233,904,794 +17,620,856 +-34,374,972 
64,291,283 +13,543,111 +8,490,777 
19,709,425 + 6,288,533 +699,984 
5,477,254 +1,567,577 +1,476,271 
154,964,388 +17,818,596 + 23,275,656 
5,259,600 +1,237,888 + 2,951,946 
3,391,707 +414,175 +328,406 
10,558,538 +475,000 +1,162,597 
23,190,125 +16,123,863 + 8,643,498 
3,628,254 +776,543 +617,571 
42,553,919 +2,466,246 + 9,854,326 
1,948,721 +555,171 +-822,301 
5,502,600 +885,000 +659,000 
7,750,000 +850,129 —729,330 


1Including pension bonds without insurance. 


Issued, revised and increased. 


“Includes revived, bonus issue and group. 
SBefore transfer of $4,315,515 to annuity account. 


SAll figures include. annuities. 


Program Chairman 








JULIAN PRICE 


Julian Price of Greensboro, N. C., 
president Jefferson Standard Life, has 
been appointed program chairman for 
the American Life Convention, which 
will hold its annual meeting at the 
Edgewater 3each «© Hotel, ~~ Chicago, 
Oct. 7-10 











nesses have moved and with them the 
value of the location. 

6. The most effective answer to the 
prospect who says he can make twice as 
much with his money as by placing it 
with life insurance is that if he did make 
twice as much money he would only in- 
crease his tax problems four or five 
times. This statement has been directly 
responsible for placing several cases 
where the prospect possessed consider- 
able wealth. 


Business Approach Best 


7. The business approach of life in- 
surance is selling more personal insur- 
ance for me than the personal life insur- 
ance approach. The prospect is primar- 
ily interested in his business because if 
his business is not successful or if his 
interest in the business cannot be con- 
served then there is no possible way for 
his family to have the income which he 
desires it to have. 

8. Some merchants have kept on op- 
erating despite losses because it would 
cost them more to close up. I suggested 
to one merchant that he take a vacation 
until conditions improved. He said it 
would be much worse to do so as the 
business required constant supervision. 
I asked him what the condition would be 
if he were forced to take a vacation. I 
soon learned what the loss would be un- 
der present conditions and that amount 
of insurance was immediately placed. 


Absolute Owner Policies 


9. The people of America are quite 
tax conscious and any exemption that 
may be obtained has their consideration. 
Life insurance may be purchased on the 
life of another, thereby eliminating it as 
part of the insured’s taxable estate. In 
my Opinion this exemption in its present 
form will not continue very long. 
therefore call it to my prospects’ atten- 
tion. 

10. Prospects and policyholders are 
interested in knowing how valuable their 
own life contracts are and how much life 
income they will provide. This is par- 
ticularly interesting to the prospect who 
believes he will receive benefits from the 
social security act. You can suggest to 
the prospect that he place the old con- 
tracts under options and buy new insur- 
ance to provide cash for his estate. Why 
should he use choice option settlements 
for lump sum payments? 

At the friendship luncheon the speak- 
ers were Paul H. Castner, New Canaan, 

(CONTINUED ON PAGE 10) 
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Over 400 Celebrate 
Lincoln National's 
Billion in Force 


Hall, McAndless and 
Dean Trace Growth at 
Agency Meet 


MIAMI, FLA.—More than 400 at- 
tended the Lincoln National Life cele- 
bration here of its attainment of $1,000,- 
000,000 of insurance in force. 

Features of the five-day gathering in- 
cluded reminiscences by A. F. Hall, 
chairman of the board, and talks by 
President A. J. McAndless and A. L. 
Dern, vice-president and director . of 
agencies. Charles J. Zimmerman, presi- 
dent National Association of Life Un- 


derwriters, was guest speaker at the 
closing session, talking on “The Job of 
Selling.” 


At the opening business session an il- 
lustrated lecture showed the history and 
growth of the company, including amus- 
ing photographs of old-time members of 
the organization. 

Mr. Hall told about the sale of stock, 
the renting of office quarters and the 
growth of agency and office personnel. 
Mr. Hall, originally, sold life insurance, 
issued the policies, and did the book- 
keeping, in addition to doing most of the 
other office work. The first annual state- 
ment, issued Dec. 31, 1905, is in his 
handwriting. 


McAndless Reviews Growth 


Mr. McAndless reviewed the growth 
of the Lincoln National, stressing that 
the billion of insurance in force was at- 
tained without the sacrifice of quality of 
business. Progress has been achieved 
because the management and the agency 
force kept abreast of changes and, in 
fact, at times were in the vanguard of 
coming changes. 

“It is my wish,” Mr. McAndless said, 
“that the future management will keep 
alive the thought that success came 
largely because we undertook things that 
were considered, by some, too new for 
general adoption.” 

Mr. McAndless discussed the relation- 
ship of life insurance to individuals, to 
the agents, to the state, and to the pub- 
lic. “The right of regulation and super- 


vision is well founded,” he said. The- 


form which such supervision will ulti- 
mately take will depend upon the pub- 
lic’s will, 

Public Appreciation Needed 


“Force and propaganda, ” Mr. McAnd- 
less continued, “will not prevent addi- 
tional legislation if the public comes to 
feel that the business is not conducted 
in the public interest. The problem of 
showing them that it is so conducted 
rests with us and with you in your daily 
contacts with the public.” 

Mr. Dern called attention to the fact 
that during the time the Lincoln Na- 
tional was founded, the public often as- 
sociated the life insurance agent with the 
lower levels of selling. “The idea of life 
insurance,” he said, “frequently had to 
be sold to the prospect before any effort 
was made to sell the policy. The Arm- 
strong investigation was at work in New 
York and its activities had cast a shadow 
of suspicion over the entire business.” 


New Plans Developed 


Mr. Dern touched on the growth of 
the various plans of life insurance de- 
veloped from 1905 to 1940—the appear- 
ance of waiver of premium and double 
indemnity clauses, preferred risk plans, 
substandard insurance, liberalizing of 
agents’ contracts, the retirement endow- 

(CONTINUED ON PAGE 10) 
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Mortality “Gain” Termed 
Unjustified Comparison 


The practice of comparing actual 
mortality with that of the obsolete, 70 
year old American Experience table 
cannot be defended on any grounds, F. 
E. Huston, secretary-actuary American 
Life Convention, former first deputy of 
the state of Washington and member of 
the joint committee of commissioners 
and actuaries which conducted a study 
of the need for modernizing the mor- 
tality table, declared at a meeting of the 
Chicago Actuarial Club this week. 

There appears to be, he said, no 
theoretical, legal or practical justifica- 
tion for the so-called “ratio of actual 
to expected mortality” and “gain from 
mortality” as currently used. His com- 
ments came in a discussion of the new 
gain and loss exhibit. 


Not a Statutory Requirement 


He made the point that use of the 
American Experience table in calculat- 
ing premiums and analyzing mortality 
is not required by the laws of any state. 

“The reserve, deficiency reserve and 
cash value requirement have no bearing 
relative thereto,” he said, “since the re- 
serves are required to be maintained re- 
gardless of mortality, interest or ex- 
pense actually experienced. The statu- 
tory reserve requirement, in effect, only 
identifies a schedule of figures which 
might as effectively be set out in detail 
without any reference whatsoever to its 
mortality basis. 

“The reserve is a factor to be con- 
sidered when calculating premiums. In 
addition to the prescribed mortality 
basis other factors affecting the pattern 
of reserves are the rate of interest, plan 
of insurance, method of valuation, etc. 
In calculating premiums the companies 
do not use or anticipate the obsolete 
American Experience mortality since 





that mortality is about twice the actual 
in the aggregate and close to four times 
at the younger ages. Such assumption, 
if used, would be as illogical as that of 
assuming that the modern automobile 
would experience the same operation 
cost as the 1920 model. 


Terms Mortality Gain Unimportant 


“The fact is that when properly de- 
termined the ‘gain from mortality’ is 
comparatively negligible since there is 
only a small difference between (1) the 
mortality expected at the time the pol- 
icy was issued and (2) the mortality ac- 
tually experienced. Assuming that the 
expected mortality was that being ex- 
perienced at the time the policy was is- 
sued and referring to page 37 of the 
commissioners’ mortality report, policies 
issued, say, 15 years ago would pres- 
ently show a true gain from mortality 
of less than 25 cents per $1,000 insur- 
ance as compared with the so-called 
gain by the American Experience basis 
of $5.80. If in calculating the premi- 
ums the then current experience was 
increased, say, 10 percent as a conser- 
vative measure, the true gain from 
mortality would still be only about 50 
cents, being quite negligible as com- 
pared with the $5.80 ‘gain’ by the 
American Experience basis. 


Gives Interesting Illustration 


“The reason that the American Ex- 
perience table has not been discarded by 
all states appears to be because it has 
continued to be quite satisfactory for 
both reserve and cash value purposes. 
As we know, the American Experience 
reserves of a well established company 
are in the aggregate only about 2 per- 
cent higher than those by a modern 

(CONTINUED ON PAGE 10) 











where in Seattle. 


some new insurance. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





FOLLOWING FOOTPRINTS 


Fifteen years ago this man applied for a Fifteen Year 
Endowment, and it was issued. He paid several annual pre- 
miums, then permitted the insurance to lapse. The policy 
continued on extended insurance until maturity, and then the 
Company issued a $96 check for pure endowment. 


But the policyholder was not easily located. A man can 
leave footprints in many counties in the course of more than a 
decade. One of our Chicago underwriters finally found a 
brother, who explained that the policyholder was living some- 
Another underwriter finally located the 
policyholder in Seattle and delivered the check to a surprised 
man who had long since forgotten the policy. 


He was so pleased with the service and the check and 
the assurance that the Company meets its obligations— 
service of that kind is a matter of routine occurrence among 
all life insurance companies, of course—that he applied for 


He is older now than he was fifteen years ago, and ex- 
perience places a higher value on the advantages of life 
insurance. He'll keep his new policy in force. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


+ 


JOHN A. STEVENSON 
President 




















Karl B, Korrady 
Becomes Franklin 
Life Agency Head 


Prominent Official Joins 
Charles E. Becker With 
Springfield Company 


Karl B. Korrady has resigned as vice- 
president and director of agents of Illi- 
nois Bankers Life to become vice-presi- 
dent in charge of production for Frank- 
lin Life. The appointment is made by 
Charles E. Becker, who recently ac- 
quired the ownership of Franklin Life 
and who is its new president. 

Mr. Korrady is one of the best known 
agency officers in the country, and: has 
performed most effectively with Illinois 














KARL B. KORRADY 


Bankers Life and in his previous posi- 
tions. 

President Becker intends to develop 
the business of Franklin Life aggres- 
sively and the first major situation to 
engage his attention was the selection 
of an agency director of outstanding 
capabilities. Mr. Becker takes a keen 
personal interest in agency affairs and 
he will work closely with Mr. Korrady. 


James Abels Continues 
James Abels, who for the past two 


years has been agency director of 
Franklin Life, continues with the 
agency department except that his 


duties will be more closely associated 
with home office work. 

Although Illinois Bankers Life is lo- 
cated at Monmouth, Ill. Mr. Korrady 
has been residing at Galesburg. It is 
expected that he will now make his 
residence at Springfield, the home office 
city of Franklin Life. 


Has Had a Fine Experience 


Mr. Korrady was born at Goshen, 
Ind., and was educated in Chicago. For 
many years he was connected with IIli- 
nois Life as agency assistant and man- 
ager of agencies during which time he 
distinguished himself. In 1920 he be- 
came Chicago manager of Missouri 
State Life remaining until 1927 when 
he went with Connecticut General Life 
as Chicago branch manager. In 1931 
he engaged in the general insurance 
business in Chicago and then during 
1932-33 he served as insurance expert 
to the receiver of Illinois Life and to 
the receiver of Peoria Life. He went 
with Illinois Bankers Life in 1934 as 
vice-president. 
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Liste Two Practices That 
TNEC Might Investigate 


Insurance Commissioner E. B. Sims of 

West Virginia has written a letter to 
Special Counsel Gerhard Gesell of the 
insurance section, monopoly study, SEC, 
making two suggested lines of investiga- 
tion that it might follow. First is the 
operation of concerns through the 
United States mails doing business in 
states where they are not licensed, and 
next, the advertising and solicitation of 
insurance by radio. Commissioner Sims 
said: 
“We have followed closely the press 
reports of the activities of your commit- 
tee with respect to its investigation of 
the insurance business. There are two 
phases of insurance operation which are 
entirely beyond the control of any state 
or federal official that are important 
enough to be considered by your com- 
mittee. 


Concerns Using the Mails 


“First, the operation of associations 
through the United States mails. These 
associations have been able to circum- 
vent all law in their activities, and since 
there seems to be a vacuum between the 
federal government supervision of busi- 
ness and state regulation of business, 
these outfits have operated within this 
gap on the basis that is unquestionably a 
fraud in the general interpretation of 
that term but probably not a fraud with- 
in the technical legal definition of such 
term. 

“This department has many com- 
plaints from victims who have bought 
this kind of contract on representations 
made to them through the mails. It is 
a very easy matter for a company to op- 
erate at a long distance throught the 
mails and make its advertising attractive 
enough to induce a great many unknow- 
ing victims to subscribe to its contracts 
and at the same time it knows that it is 
far removed from such victim and there 
is no law in the world to require it to 
abide by the terms thereof. 


Situation as Regards the Victim 


“If a victim of one of these associa- 
tions decides to enforce the terms of his 
contract it is necessary for him to go to 
the state within which the company is 
organized or chartered to get legal ac- 
tion. This is, of course, of great benefit 
to such an association as they know that 
their victims will not be financially able 
to conduct such a procedure and, fur- 
thermore, the victim will probably un- 
derstand that the expense of such action 
would be greater than any benefits 
promised by the policy. There are a 
great many of such organizations in this 
country and their activities should be 
thoroughly and completely investigated 
by your committee. We think it comes 
within the purview of such investigation 
because they are certainly operating on a 
basis that makes them monopolistic and 
wholly unto themselves insofar as legal 
requirements are concerned. 


Using the Radio Facilities 


“Second, the advertising and solicita- 
tion of insurance by radio should: be in- 
vestigated. There is a large volume of 
such business transacted through small 
local broadcasting stations and, to some 
extent, over the large powerful stations. 
In nearly every instance the company 
or association electing this method of 
procuring business is not licensed within 
the state in which the broadcasting sta- 
tion is operating. The laws of none of 
the states would apply to this type of 
solicitation and from a practical stand- 
point it would be impossible to draft ef- 
fective legislation against it. 

“Right now we have two or three lo- 
cal broadcasting stations in this state ad- 
vertising and soliciting insurance for an 
Illinois corporation and they have evi- 
dently sold a considerable volume of 
these policies through this method for 
we receive a great many complaints 
about which we are powerless to do 





anything. We believe that the activi- 
ties of this type of company should be 
completely and thoroughly investigated. 

“All other types of insurance are reg- 
ulated to some extent, either effectively 
or ineffectively, but there is provided a 
method through which a victim may 
bring legal action and enforce his rights 
according to the terms of his contract. 
These two phases about which we are 
addressing you are clearly beyond the 
pale of any law and if federal regulation 
of any business is necessary it appears 
to us that these problems should be con- 
sidered seriously by your committee 
along with the other investigations that 
have been in progress for some time. We 
are not averse to a limited federal regu- 
lation of insurance and if federal regula- 
tion is necessary these facts will be 
brought out by your committee as it 
progresses, but we do believe that your 
investigation will result in nothing but 
good as it does not hurt anybody or any 
business to be completely investigated 
ence in a while and faults brought to 
light.” 


Federal Revenue 
Recommendations 


Affect Insurance 


WASHINGTON—Cutting of estate 
taxes, tax-exemption of self-insurance 
trusts or life insurance earmarked for es- 
tate purposes, and clarification of the es- 
tate tax status of insurance on which the 
insured has given up all incidents of 
ownership are included in the federal 
revenue legislation recommendations of 
the committee on federal finance of the 
Chamber of Commerce of the United 
States. 

A reduction in estate tax rates, it is 
contended, would stimulate the risk-tak- 
ing investments which are now hindered 
because such enterprises become foolish 
undertakings when the major part of any 
profit realized and later the major portion 
of the capital involved are exacted by 
the government. 


Both Plans Recommended 


The alternative of a_ self-insurance 
trust would eliminate one of the main 
objections to the exemption of life insur- 
ance from estate tax when it is ear- 
marked for estate tax payment. While 
the report does not specifically mention 
this reason for the alternative, it does 
state that “it would seem desirable to 
permit either or both as the taxpayer 
may prefer.” 

As to insurance on which the insured 
has given up all incidents of ownership, 
the report recommends that section 
811 (g) of the revenue code (section 
302 (g) of the revenue act of 1926) 
should be amended to read: 


Suggest Amendment 


“(f) To the extent of the amount re- 
ceivable by the executor as insurance 
under policies taken out by the decedent 
upon his own life; and to the extent of 
the excess over $(sum to be determined) 
of the amount receivable by all other ben- 
eficiaries as insurance under policies 
taken out by the decedent upon his own 
life and of which the decedent possessed 
at the time of his death any of the legal 
incidents of ownership.” 

Its purpose would be to make it clear 
beyond doubt that proceeds of insurance 
policies taken out by the insured on his 
own life and payable to beneficiaries 
other than his estate will not be subject 
to tax as part of the estate of the insured 
if at the time of his death he retains none 
of the incidents of ownership. The rea- 
son for making the sum “to be deter- 
mined” rather than $40,000 is that the 
committee believes the $40,000 limit to 
be too low. 





Faithful Woman Producer 
Is 80 Years of Age 








MRS. LOUISIANA DAVIS 


Mrs. Louisiana Davis of Port Arthur, 
Tex., who just the other day reached 
the age of 80, holds a remarkable record 
in the insurance business. She has been 
with Amicable Life of Waco 15 years 
and during that period has missed pro- 
duction during only five months when 
she was either ill or absent from her 
territory. She is a member of the $100,- 
000 Club and is an active member of the 
App-A-Week Club. She was born in 
Louisiana and was educated at Mt. Ver- 
non School in New York. For a number 
of years she was a teacher. She is per- 
sonally acquainted with all of the com- 
pany officials, many home office em- 
ployes and is a favorite with the 
members of the agency force. 








Montana Commissioner 
Hurls Challenge at N. Y. 


The right of the state of New York 
to appropriate unclaimed funds of life 
companies domiciled in that state was 
challenged by Commissioner John J. 
Holmes of Montana in a lengthy letter 
to State Senator John J. McNaboe of 
New York City. This privilege was con- 
veyed by a New York law recently en- 
acted. Commissioner Holmes points out 
that the funds of companies belong to 
all the policyholders wherever they may 
be located and by no process of logic 
could be deemed to belong only to New 
York policyholders. He asked whether 
citizens of Montana should be penalized 
for the privilege of purchasing insurance 
coverage from a company domiciled in 
New York, and if so, he said, the inten- 
tion should be publicized so that citizens 
of other states might have notice and 
opportunity to escape such penalty. 


May Bring About Retaliation 


Commissioner Holmes warned that if 
the intent of New York legislators is to 
take into the state of New York all that 
may come into it through contracts is- 
sued by New York domiciled companies, 
then it is obvious that other states must 
protect themselves and refuse to permit 
New York companies to transact busi- 
ness outside of New York state. 

He mentioned a test case recently 
brought in New York courts on that 
very question and cited the case of 
Rhine vs. New York Life in which it 
was held policyholders in a mutual life 
company who had paid in more than 
was necessary are entitled to a return 
of such overpayments. Mr. Holmes said 
that New York has gone to a great 
length in attempting to control the life 
insurance business, not only in New 
York but elsewhere, and by procedural 
practice and state legislation has taken 
upon itself the making of examinations 
and inquiries into solvency of companies 
domiciled in New York and practically 
denied the right of any other state to 
send its representatives to New York 
for that purpose. 

“In other words,’ Commissioner 
Holmes concluded, “the state of New 
York is fast approaching the point 
where it is stating to all other states 
of this union, ‘I am the law.’” 





Duel Cites Heavy 
Load Carried by 
Wis. Department 


Commissioner Sets Forth 
Scope of Work, Contrasted 
with 20 Years Ago 


Commissioner Duel of Wisconsin, 
who recently took office, has become 
impressed with the extent of the work 
that is involved and the possibility for 
valuable service that the department 
holds. He recently prepared a memo- 
randum, setting forth how the work has 
multiplied and how the department is 
handicapped by reduction of the appro- 
priation. 

“Twenty years ago,” he points out, 
“the appropriation to the insurance de- 
partment was $80,300; now it is $71,250. 
On Nov. 18 the state emergency board 
made another cut of $1,734, making the 
budget only $69,515. The taxes and fees 
collected by the department 20 years 
ago were $1,415,954, while at this time, 
taxes and fees collected for the state by 
the insurance department from insur- 
ance companies amount to $2,360,000 
annually. 

“In 1921, the deputy fire marshals in- 
vestigated 129 fires while last year they 
investigated 178 fires. Due to the de- 
pression there are many more suspicious 
fires which requires more work from 
the fire marshals. 


Increase in Agents’ Licenses 


“Twenty years ago, the department 
handled 40,000 agents’ licenses. For the 
current year, these licenses will exceed 


65,000. In 1920, the people of Wis- 
consin spent annually $70,000,000 for 
life, fire and casualty insurance pre- 


miums, and for 1938, they spent upwards 
of $130,000,000. This indicates the in- 
crease in work. 

“The aftermath of the recent depres- 
sion is still with us. Twenty years ago 
the amount of real estate held by insur- 
ance companies compared to total in- 
vestments was a negligible item; today 
it is not unusual to find companies with 
one-fourth of their total assets in the 
form of real estate as the result of fore- 
closures on mortgage loans. In the 
examination of insurance companies, an 
examiner, in a few hours, can inspect 
a million par value of ‘A’ rated bonds or 
a million dollars invested in mortgage 
loans which are in good standing, but 
to investigate the value of a million dol- 
lar real estate account consisting of 
several hundred parcels of real estate 
acquired through foreclosure is a task 
that requires days and weeks; yet the 
examiner must be satisfied that such 
real estate is carried at a value which is 
proper and is not carried at an over- 
stated value. On account of the invest- 
ment problems of the companies there 
should be more frequent examinations 
today in order to protect the general 
public. 


Assets Have Multiplied 


“Twenty years ago, the total assets 
of our Wisconsin insurance companies 
amounted to $521,200,000; today these 
companies have assets of $1,466,000,000 
which means an increase in the work of 
the examiners, yet the number of exam- 
iners is three less than it was twenty 
years ago. Due to the shortage in ex- 
aminers the books of all the Wisconsin 
companies have not been audited once 
in every three years with the result that 
it may endanger the renewal of licenses 
of Wisconsin companies in other states. 

“On account of legislation enacted 
during the past 20 years, many addi- 

(CONTINUED ON PAGE 10) 
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War Eaaceenue 
Committee Reports 


Institute of Home Office 
Underwriters Reviews 
Hazards. Action Taken 


John L. Briggs of Southland Life at 
Dallas, president Institute of Home Of- 
fice Underwriters, has called a meeting 
of the executive committee to be held at 
Nashville, Feb. 10, at which time defi- 
nite plans will be made for the annual 
meeting. 

The institute has gotten out a valuable 
report by the war emergency committee 
composed of W. C. Menge, chairman; 
R. T. Sexton and D. J. Tribble, Jr. It 
reviews material submitted to a number 
of organizations and is as nearly up to 
date as possible. The committee states 
that even though the United States does 
not become involved in the war there are 
groups that may be subjected to the haz- 
ards to various degrees. These include 
applicants contemplating travel to bel- 
ligerent zones including among others 
business men, diplomatic representatives, 
war correspondents, camera men, 
younger members of the Red Cross, Y. 
M. C. A,, Salvation Army, Knights of 
Columbus and other relief organizations, 
and members of the merchant marine, 
particularly those whose occupation may 
take them into war zones, individuals en- 
gaged in the ship building industry, air- 
plane manufacturers, explosive manufac- 
turers; foreign born residents in the 
United States and younger males who 
were born in the United States of for- 
eign parentage and who retain a strong 
affinity for their mother country. 


Varying Degree of Hazard 


The report says the degree of hazard 
will vary considerably with the purposes 
for which individuals travel or reside 
abroad. The report states that to an 
underwriter faced with the problem it 
would appear that the possibility of en- 
trance of this country into the present 
conflict should be considered. In the 
event that the United States should be- 
come involved it is likely, the report 
says, that its first contribution will be 
in the form of airplanes and competent 
pilots. 

During the past few months the re- 
port says that many American compa- 
nies have submitted war exclusion 
clauses for approval by the various state 
departments. There does not appear to 
be much uniformity with respect to the 
provision. In most cases they are de- 
signed to cover the hazard of travel in 
belligerent zones and/or the hazard of 
military service in time of war. 





California Led the Procession 


California topped all agencies of the 
State Life of Indiana for volume of De- 
cember new business written. The 
agency registered victories for every 
month of 1939. National victory for 
personal production was won by E. L. 
Buchanan of San Francisco, who has 
written over $1,000,000 business during 
the past year. He has written a mini- 
mum of one application per day since 
he commenced full-time production in 
May, 1935. His daily average for 1939 
was well over two applications per day. 





The annual meeting of the J. Hawley 
Wilson Agency of Massachusetts Mu- 
tual at Oklahoma City was held this 
week. Joseph C. Behan, vice-president, 
was the guest speaker. Theo Green, 
who by virtue of his having led the 
agency during 1939, was elected presi- 
dent of the Agents Association. The 
agency enjoyed a 12 percent gain in 
business delivered in 1939. 





The Republic National Life of Dallas 
has appointed John H. Miller as general 
agent at Sherman, Tex., in charge of 
north Texas. 





Veteran Illinois Leader 
Dies at Home in Peoria 








RALPH C. LOWES, SR. 


Ralph C. Lowes, Sr., 70, until three 
years ago state manager Lincoln Na- 
tional Life, died Monday at Peoria, IIl. 
He had been ill about 18 months. He 
became state manager of the Lincoln 
National in 1917, retaining offices in Pe- 
oria. He was president of the Illinois 
Association of Life Underwriters in 
1929-30. His son, R. C. Lowes, Jr., lieu- 
tenant commander in the U. S. Naval 
Reserve, now on active duty at the 
Great Lakes Naval Station, Chicago, 
was associated with his father for several 
years. 


Palmer Asks SEC 
Group for Hearing 


Insurance Director Palmer of Illinois 
has written to Special Counsel Gerhard 
Gesell of the SEC, that is presenting 
material to the TNEC on insurance. In 
one of the recent hearings in connection 
with the Illinois Bankers Life purchase 
the statement was made that in the 
books of H. G. Shimp of Chicago, head 
of the American Conservation Company, 
who had much to do with the purchase 
of the company, and the transfer of in- 
surance to an old line basis, it was 
charged that R. R. Haffner, actuary of 
the Illinois department, had received a 
check of $1,500 from the American Con- 
servation Company. 


Wants to Clear Haffner 








Mr. Palmer insists that he and Actu- 
ary Haffner be called before the TNEC 
inasmuch as this serious charge has been 
made. Mr. Palmer and Mr. Haffner both 
declare that the latter did not receive 
any sum from the American Conserva- 
tion Company or Mr. Shimp in connec- 
tion with the Illinois Bankers Life or 
any other deal. Mr. Haffner was paid 
$60 expenses in going to Detroit as Mr. 
Shimp had offered him.a position, pay- 
ing $6,000 a year with the Detroit Life 
and invited him to go to the head office 
for an interview. He was to become the 
actuary if he accepted the offer. Mr. 
Haffner took up the matter with Mr. 
Palmer, asking him whether it would be 
entirely in order for him to charge his 
expenses and Mr. Palmer told him that 
there was no objection. In the American 
Conservation Company’s books there 
was a pencil memorandum, “Account R. 
R. Haffner.” Mr. Shimp in his testi- 
mony stated that he could not recall any 
sum paid Mr. Haffner and could not 
give any reason for this notation. 











We'll Be Forty 


(Having Completed our 
Fortieth Year December 
31, 1939) 


And Forte 


(Webster: ‘‘Loud, power- 
ful, strong’’) 





In ’40 


(Starting the New Year 
with sails trimmed and 
full speed ahead) 





IONAL LIFE 


AND. CCIDENT 
InsunanceCompany\nc. 


NATIONAL 
Mls: A. CRAIG, Chairman of the Board | quem C. R. CLEMENTS, President]| 
|ATIONAL BLDG. 


TENNESSEE 

























'@) 


HieNATIONAL UNDERWRITER 





January 12, 1940 








Advertising Gossip Sheet 
Has Blast on Insurance | 


NEW YORK-—In terms as bitter as 
they are inaccurate, “Space & Time,” a 


weekly gossip sheet of the advertising | 
| confidential 


business, has come out with a blast 
against the life insurance business. In 
the issue’s longest article, Editor David 


A. Munro harks back to the companies’ | 


farm mortgage troubles in Iowa in 1932 
and then goes on to make the follow- 
ing astonishing statement: 


“Since that time insurance companies 
| vance 


have been playing power politics with 
their millions. Their weight appeared 
in laws and legislation, their hand upon 
the press. It did not matter particularly 
that their money was the literal prop- 
erty of others, because this fact has 
never bothered insurance companies. As 
the attack sprang up from every quarter 
it became more and more evident to in- 
surance men that the whole system was 
at stake. That is, the system set up by 
Morgan I and friends to seize control 
of U. S. credit through private banks, 
called insurance companies.” 

Whether anything besides a personal 
peeve actuated Editor Munro in making 


| these slapdash statements about the in- 





the inaccuracies could so readily have 
been checked indicates that the edi- 


| tor did not dig very deeply in getting 
| his material together. 


In dealing with the foreclosure trou- 
bles, Editor Munro wrote: “In 1932 


| on a farm in the middle west angry 


His sheet, 
semi- 


surance business is not clear. 
which set up like one of the 
Washington news letters, 
does not depend on advertising rev- 
enue, so apparently the attack does not 
stem from refusal of life companies to 
advertise. 

“Space & Time” has no connection with 
any advertising agency, association, or 
other organization. Specializing in ad- | 
information that more cautious | 
trade publications eschew, the sheet car- | 
ries some predictions that fail to hold 
up. On the other hand, the editor ap- 
parently has some good connections in 
the advertising business and many of 
his statements about that field turn out 
to be correct. Consequently, though its 
habit of “breaking” news prematurely 
has won it a good many enemies, ad- 
vertising men usually keep themselves 
informed of what each issue contains. 

Because of its obvious inaccuracies it 
seems likely that much of the insurance 
article’s remaining statements are equal- 
ly far off the track. Also, the fact that | 


is 





farmers stood in a ring around an auc- 
tioneer, with shotguns cocked and ready. 
Under their watchful eyes the equip- 
ment, the livestock and the farm itself 
all were sold to the original owner— 
all for pennies. No shot was fired, but 
the report was heard around the world. 
The insurance company game was up. 
The acquisition of cheap land to cover 
and conceal unwise purchases of ex- 
pensive land had run head-on into suffer- 
ing humanity. Farmers, with their shot- 
guns, had dammed up for a time the 
flow of finance capital across the plains. 

“Thomas Jefferson held, of course, 
that one revolution every generation is 
a healthy and normal happening in 
America. But the Jeffersonism of the 


| average insurance executive is tempered 


with concern for his skin. So, for all 
the insurance man’s fervent American- 
ism, he has never ceased trembling over 
the implications of the shotgun divorce, 


| between Metropolitan Life and its land, 


accomplished by the embattled farmers 
of 732.” : 
Obviously Mr. Munro had in mind the 
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“LET’S TAKE A LOOK AT THE RECORD” 


was often said by a certain candidate for the presidency of the United 


We did, and found that a man following our ORGANIZED SELLING 


PLAN gets results reflected in income. 


In addition to a proven "Organized Selling Plan" we offer: 


A liberal agency contract. 

A plan for financing your agency. 

Accounting methods to guide you. 

Proven plans for finding—training agents. 

A liberal financing plan for your agents. 

A unique supervisory system. 

Unusually effective selling equipment. 

Policies for every purpose: Regular—Family 
— Juvenile — Women—Group—Payroll 
—Savings, etc. 

Low monthly premiums. 


A $225,000,000.00 Mutual Company, 59 years old 


with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
INSURANCE COMPANY 


Saint Paul, Minnesota 


Heads New A. & H. 
Unit of United States Life 





A. J. Mountrey, who has taken charge 
of the recently organized accident and 
health department 
of United States 
Life, was formerly 
with Standard 
Surety & Casualty 
in charge of the ac- 
cident department. 
Before that he was 
with Ocean Acci- 
dent. He has been 
in the A. & H. field 
25 years. At one 
time he was secre- 
tary of the National 
Accident & Health 
Association. 





MOUNTREY 


A. J. 








LeMars, Ia., case, the only one an- 
swering to the description and the only 
one which received any amount of 
publicity at the time. And, contrary 
to the foregoing paragraph, the mort- 
gage was held by the New York Life. 
Metropolitan had nothing to do with it. 
Also inaccurate is the statement about 
concealing unwise purchases of expen- 
sive land. Possibly Editor Munro meant 
by “purchases” the acquisition of prop- 
erty through foreclosed mortgages. In 
any event, the price at which a farm 
is bid in by a mortgagee and a fore- 
closure. sale makes absolutely no dif- 
ference to the mortgagee unless the aim 
was not to get deficiency judgments but 
merely to give the company a slight tax 
advantage. 

Another point where “Space & Time” 
seems to have gone off track is in the 
assumption that the life business and 
the general insurance business are two 
different phases of the same _ business, 
whereas actually they are quite sepa- 
rate and cooperate only to the most 
limited degree. 


Hits Roosevelt “Indifference” 


After taking a swipe at “Nation’s 
Business” for its article entitled ‘The 
Case for Insurance,” and “Editor & 
Publisher” for its articles by Editor 
Merle Thorpe of “Nation’s Business” 
and another by Holgar J. Johnson, presi- 
dent of the Institute of Life Insurance, 
Mr. Munro goes on to say: 

“The Washington side of the insur- 
ance picture is cloudy. At points in his 
curious career in business, the Presi- 
dent has been close to the insurance 
business. He has never shown any con- 
cern over an ‘insurance situation.’ But 
the financial experts in the New Deal 
have neither blinked nor sidestepped 
the issue. They are led by potent Leon 
Henderson, who uses TNEC for a 
mouthpiece, SEC for a weapon. He 
well knows, as does every insurance 
man, that insurance remains non-federal 
only through a flimsy fiction of an old 
court decision, ruling that the compa- 
nies do not operate in interstate com- 
merce, which may be overturned at will. 
With or without Roosevelt indifference, 
the insurance issue will be full sized as 
a public-relations and election question 
in 1940.” 





Trooboof Aids A. J. Ham 


DENVER—Joe Trooboof, formerly 
with Wolfe & Wolfe, independent con- 
sultants in New York, has been ap- 
pointed assistant to A. J. Ham, former 
Wyoming commissioner and now secre- 
tary of the Western Conference of 
Insurance Commissioners, to aid in 
carrying on an investigation of the 
allocation of inland marine taxes in the 
western states. 


The District of Columbia has 18 C. L. 
U.’s actively engaged in the executive 
end of production work. Total of those 
holding the degree is 43. Quite a few 


are actively engaged in work for various 














government bureaus. 
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Laven Paw a 
A. L. C. Gathering 


Hold Annual Meeting at 
Chicago Oct. 7-10—Much 
Interest in Seminar 


Tentative plans for the 35th annual 
meeting of the American Life Convention, 
to be held at the Edgewater Beach Ho- 
tel. Chicago, Oct. 7-10, were announced. 
Julian Price, president Jefferson Stand- 
ard Life is program chairman. The other 
members of the committee are James A 

{cLain, president Guardian Life, and L. 
‘. Dougherty, Davenport, Ia., vice- presi- 
dent Occidental Life of California. 

The first two days will be devoted to 
the meetings of the Legal, Financial 
and Industrial Sections, and the fore- 
noon of the third day to the Agency 
Section gathering. 

General sessions of the main body will 
be held the afternoon of Oct. 9 and the 
morning and afternoon of Oct. 10. The 
executive session will be held at the end 
of the third day. 

The banquet, the main social feature, 
is to be the evening of Oct. 10. 

No Mid-Year Financial Meeting 


Due to establishment of the American 
Life Convention’s Life Officers Invest- 
ment Seminar, to be held at Indiana 
University, Bloomington, Ind., July 14- 
27, there will be no mid-year meeting 
of the Financial Section this year. 

Considerable interest has been shown 
in the seminar and advance registrations 
assure its success. Dr. H. C. Sauvain, 
professor of finance of the university, 
will be director and Col. C. B. Robbins, 
A.L.C. manager and general counsel, as- 
sociate director. The curriculum for the 
opening program will include three 
basic lecture courses: A study of the 
banking and credit system of the United 
States, problems of lending on real es- 
tate mortgages, both urban and rural, 
and contemporary economic topics. 

The 30th annual meeting of the 
A.L.C. Medical Section will be held at 
the Broadmoor, Colorado Springs, June 
4-6. Dr. Thomas R. Dickson, medical 
director Minnesota Mutual Life, is pro- 
gram chairman of the Medical Section; 
Dr. M. B. Bender, medical director 
Guardian Life, section chairman. 


Avdertisers Committee Named 

Karl Ljung of Jefferson Standard 
Life, president Life Advertisers Asocia- 
tion, announces that T. J. Hammer, Pro- 
tective Life of Birmingham, is chairman 
of the membership committee; e. €. 
Fleming, Life of Virginia, standards’ of 
practice; Powell Stamper, National Life 
& Accident, press. 

A cross section of innovations and new 
ideas developed in life company agency 
Magazines is now available to members 
of the Life Advertisers Association 
through | the columns of the “Life Ad- 
vertiser,” official association bulletin. 

Under the title “Browsing Through 
Member Company Magazines,” this 
highly instructive feature is being han- 
dled by C. S. Davis, editor of publica- 
tions for the Provident Mutual, and has 
received much favorable comment from 
LAA members, it is reported. 


Cleveland Receives Trophy 


The victory trophy which was won 
by the Cleveland agency of the Ohio 
State Life in the contest recently put 
on by the field force in honor of Presi- 
dent Claris Adams, was formally pre- 
sented to the agency at a dinner -meet- 
ing in Cleveland. Carl Adams, manager 
presided, and among those from the 
home office who delivered addresses 
were President Adams, C. E. Schilling, 
Vice-president and medical director, and 
Frank L. Barnes, agency vice-president. 
Agents from Cuyahoga and adjoining 
counties attended the dinner. 


| 
| 








‘Siegel Jeaiece 
Markedly Milder; 
Sues Prudential 


NEW YORK—Though there is a con- 
flict of opinion as to the cause, broad- 
casts by Morris H. Siegel, co-proprietor 
of Policyholders Advisory Council, have 
become markedly milder recently. Mr. 
Siegel says it is because the companies 
and the New York legislature have fixed 
up most of the features he criticised 
about industrial insurance with the ex- 
ception of the cost. He concedes that 
the companies can’t do much about the 
cost under the present system of sell- 
ing and servicing business. 

Some insurance men, however, while 
agreeing that changes have removed 
most of the grounds for possible criti- 
cism of the contracts, recall that Mr. 
Siegel’s old-time blistering statements 
had frequently little to do with the con- 
tracts but were directed at the agent 
himself. Consequently they wonder if 
Mr. Siegel’s new mellowness may not 
have some connection with the libel 
suits which Metropolitan Life brought 


through Townley, Updike & Carter, 
against his former key radio station, 
WMCA, New York City. It has been 


noted that the station and Mr. Siegel 
parted company about the time that 
WMCA got a serious setback in its libel 
suit defense. 

Court Denied Plea 


This setback was the court’s throwing 
out WMCA’s affirmative defense—that 
is, its plea that the broadcasts were true 
and that a radio station enjoyed the spe- 
cial privilege under the law of broad- 
casting material of the type put out by 
Mr. Siegel. WMCA brought Mr. Sie- 
gel into the case on the ground that the 
contract with him placed all liability on 
him for utterances over its facilities. Mr. 
Siegel’s affirmative defenses, based on 
the plea of truth, privilege and some 
other grounds, also failed to be upheld 
by the court. 

Mr. Siegel has resumed on WNEW 
the half-hour personal broadcast he for- 
merly gave on WMCA Sunday nights. 
He also has a “live’ broadcast on 
WWRL. The rest of his programs are 
15-minute and five-minute records and 
one-minute spot announcements by sta- 
tion announcers. 


Sues Prudential as Policyholder 


Latest development in the various 
suits by and against Mr. Siegel is an 
action he has brought against Pruden- 
tial as a policyholder, asking for a per- 
manent injunction against supplying 
counsel to dissatisfied policyholders who 
want to recover fees paid to insurance 
counsellors. He alleged first, that the 
practice violates the New York statute 
against corporations supplying legal 
services to outside individuals, subject- 
ing itself to a $5,000 fine for each of- 
fense, and that furthermore the employ- 
ment of counsel is an unwarranted ex- 
penditure of policyholders’ money. 

Mr. Siegel wrote the Prudential di- 
rectors and Superintendent Pink of the 
New York department about his com- 
plaint. Mr. Pink promised to look into 
the matter but reminded Mr. Siegel that 
there might be actions by the company 
which would be in his interest as a pol- 
icyholder but against his interest as an 
insurance counsellor. 


Can Use Examination Fees 


AUSTIN, TEX.—Further overcom- 
ing effects of Governor O’Daniel’s 
vetoes in the biennial appropriation bills, 
the attorney-general has held that the 
Texas board of insurance commissioners 
may disburse income of the examining 
division in excess of the appropriated 
amount. 

The attorney-general held that assess- 
ments collected under the examining 
law may be used to pay (1) all ex- 
penses and salaries listed and itemized 
in the appropriation bill; (2) all neces- 
sary expenses incident to the employ- 








ment and examination work of addi- 
tional employes authorized and em- 
ployed; and (3) all expenses, other than 
those enumerated and itemized in the 
bill necessary for the administration of 
the various provisions of the examining 
law.” 


Equitable Society Agents 
Plan Programs for 1940 


January was a na- 
Week” for Equit- 
They were sup- 


The first week in 
tion-wide “Planning 
able Society agents. 


plied forms for the purpose by the home | 


office, consisting of a heavy - 
file folder embodying the detailed items 
in “My Objectives for 1940.” 

This helped thoroughly to organize 
and definitize the task ahead, so an in- 
creased quota of new business and a 
living income can be assured. 

Minimum living and business expen- 
ses are set down, from which, in con- 
junction with the agent’s quota that is 
assigned, is determined the amount of 
new business he will need to sell. Re- 
newal business is taken into account. 
The agent also is urged to plan on 
bringing his personal protection up to 
the necessary level. Another item that 
is scheduled is savings. 

The folder also shows the amounts of 
business needed to qualify for the Cen- 


four-page | 


Quarter Million and Million Dol- 
clubs and their various divisions. 
The Century club embodies the $100,- 
000, $150,000 and $200,000 corps; the 
Quarter Million club the $250,000, $350,- 
000, $500,000 and $700,000 corps. An 
agent now may qualify as an associate 
member of the Century club by com- 
missions of $50 a month. 


tury, 
lar 


Travelers’ Life Premiums 
Show $750,000 Gain 


Companies in the Travelers group, 


during 1939, made new high records in 
respect of new group life insurance 
written, paid accident and_ health 
premiums and paid automobile fire 
premiums. Increases were also _ re- 
corded in total life premiums, inland 
| marine and in general fire lines. 

Total cash income was in excess of 
$238,630,000, a gain of $1,853,000. 

The total premiums amounted to 


$196,111,000, a reduction of $731,000 or 
4 percent. 


Accident and health premiums _in- 
creased 7.7 percent to $17,044,000. 

Life insurance paid premiums _in- 
creased from $112,102,000 to $112,850,- 
000. New life insurance paid for was 
$782,150,000, including $589,000,000 of 
group. 












































POLICYHOLDER CONSCIOUS | 


It has frequently been said that the life insurance 
companies that are managed in the best interests of 
the policyholders are those who have the trusteeship 
conception of life insurance; those that realize that 
the interests of the policyholder come first. 

The Franklin Life is such a company. 
are policyholder conscious, 
pany managed primarily in the interest of policy- 
holders is one that is certain to give a good account 
of itself all along the line. 

The good will of policyholders is a definite, busi- 
ness-building factor, the importance of which is not 
overlooked by those who are responsible for the 


upbuilding of The Franklin Life. 


Fifty-Six Years of Distinguished Service 


™ FRANKLIN 


LIFE INSURANCE COMPANY 
Home Office Springfield, Illinois 


Its officers 


They realize that a com- 





CHAS. E. BECKER, President 











Over $175,000,000 Insurance in Force 
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Standish ‘Discussae 


the Outlook for This Year 


LOS ANGELES—With three of its 
leading members heading the program, 
the Life Insurance Managers Associa- 
tion of Los Angeles started its 1940 
program of meetings with a discussion 
of some of the things to do in the agen- 
cies to make the year a successful one. 

The new president, Albert E. Payton 
of the New England Mutual Life, was 
absent, being in attendance at the gen- 
eral agents convention in Boston, Mass., 
and Vice-president W. J. Stoessel took 
over the reins. 


He announced the committee ap- 
pointments: Business practices, W. 
Shepard, Lincoln National, chairman; 


and public relations, C. E. Bell, New 
York Life, chairman. 

Announcement also was made _ that 
General Agent H. D. Leslie of the 
Northwestern National Life had been 
elected chairman of the life insurance 
committee of the Los Angeles chamber 
of commerce. 


H. S. Standish’s Views 


The program was headed by H. S. 
Standish, Sun Life of Canada, speak- 
ing on “The Year 1940”; General Agent 
W. M. Hammond, Aetna Life, on 
“Agency Plans,” and General Agent 
John W. Yates, Massachusetts Mutual, 
on “Agents Plans.” 

Mr. Standish said: “We can forecast 
fairly good going from now until about 
August. General business is picking up. 
The east coast has had a remarkable 
rise. The only line of business to feel 
the direct war demand in our commu- 
nuity is in construction of airplanes. 
We are in a position here in southern 
California, to get a part of every dol- 
lar of increased income in other parts 
of the country. Many of our citizens 
live upon dividends and interest on 
money invested in the east, and then, 
of course, we have money brought here 
from the east by our million or so tour- 


ists. 
Does Not Fear Political Year 


“A good many business men_ are 
afraid of 1940 because it is a political 
year. I don’t see this. I believe most 
of you feel that any change in the polit- 
ical situation would be an improvement, 
and we do not need to fear such change. 
I have been asked many times why 
we include talks on finance at our Mon- 
day meetings. You will agree that our 
business is almost exclusively ‘selling 





Massachusetts Mutual 
Officers on the Wing 





Massachusetts Mutual Life has further 
expanded its program of company offi- 
cials’ visits with agencies. Vice-presi- 
dents J. C. Behan and C. O. Fischer 
attended a luncheon in Pittsburgh on 
Monday, installing E. A. Coyle, newly 
appointed general agent. E. L. Mallon, 
assistant director of agencies, preceded 
the senior officers, to make arrange- 
ments for the installation, and will visit 
other agencies in his territory before 
returning to Springfield. 

A. E. Veith and Ralph Lowenstein, 
co-general agents at St. Louis, were 
hosts at the agency’s annual meeting on 
Tuesday. On Thursday Mr. Behan vis- 
ited J. H. Wilson, general agent at 
Oklahoma City and his associates, and 
Mr. Fischer was guest of C. W. Reuling 
and K. E. Williamson, co-general agents 
at Peoria. 

Vice-president A. T. Maclean will join 
Mr. Behan at Cleveland on Monday for 
the annual meeting of the agency there, 
headed by E. W. Snyder, general agent. 

A. D. Lynn, assistant director of agen- 
cies, is visiting mid-western agencies 
not included in the present itinerary of 
other company officers. 








money for future delivery.’ It seems 
reasonable that a salesman should know 
something about his goods, so that our 
men are instructed in the functions of 
money, and I try to keep them up-to- 
date in the financial conditions so that 
they can talk something else besides 
meat and potatoes when they go to 
prospective applicants. 


Plans for 1940 


“An agent who can give a_ pros- 
pective applicant something he can use 
in his business is more welcome than 
the agent who is just trying to get some- 
thing. We are making some ambitious 
plans for 1940 because we believe that 
the public expects 1940 to be better 
than any year we have had for a good 
while, and of course if enough people 
believe 1940 is going to be good it will 
be good. There is no lack of money 
in the banks. If we can get people over 
their attack of the jitters, we all will be 
prosperous. 

“The life insurance business is a very 
sensitive index to conditions in every 
other line. We not only draw our in- 
vestment profits from all lines of busi- 
ness but the agents can only sell in 
quantity to people who are optimistic 
and in the humor of spending their 
money. We believe 1940 will be all 
right.” 


Flamer F. C. Whatley’s Assistant 


A. E. Flamer has been appointed 
assistant general agent by F. Crook 
Whatley of the Aetna Life in San Fran- 
cisco. He has been with the Aetna 13 
years, starting in the home office group 
division and serving with the group 
division in Chicago before going to San 
Francisco in 1929. In November, 1934, 
he resigned from the group division to 
enter personal production and since that 
time has been consistently among the 
leaders. In February, 1939, he was 





named supervisor. 


Caminetti Raps 
High Legal Fees in 
Pacific Mutual Case 


SAN FRANCISCO—Declaring that 
the legal fees and expenses paid by 
the Pacific Mutual Life in connection 
with the conservation and reorganization 
in 1936-8 are, in his opinion, “a dis- 
grace,” Commissioner Caminetti has ad- 
dressed a letter to Attorney-general 
Warren requesting that the services of 
all attorneys employed by the attorney- 
general’s office in that litigation, except 
for one firm, be terminated at Mr. War- 
ren’s earliest convenience. 

Total expenses incurred in connec- 
tion with the rehabilitation in 1936-8 
were, according to Commissioner Ca- 
minetti, $784,961 of which $571,821 cov- 
ered legal fees and expenses. 


Won’t Allow Such Fees 


“While I occupy the position of com- 
missioner of insurance of this state no 
such fees as appear to have been paid 
in connection with the rehabilitation of 
the Pacific Mutual Life will be allowed 
by any court except over my strenuous 
objections,” Judge Caminetti says in his 
letter to the attorney-general. 

“You and I can well appreciate that 
the services of firms who have special- 
ized in certain branches of law com- 
mand larger fees than unknown indi- 
viduals, but to pay out over $200,000 in 
three years time in connection with the 
work that was done by the counsel 
named discloses, in my opinion, an utter 
disregard for the funds of the com- 
pany.” 

Since an amendment to the law in 
1931 appointment of attorneys to repre- 
sent the insurance department in liquida- 
tion or conservation of insurance com- 
panies has been in the hands of the 
attorney-general’s office. The counsel 
for the Pacific Mutual about whom 
Commissioner Caminetti has addressed 
the attorney-general were appointed 
prior to his taking office and no state- 
ment has as yet been rendered cover- 
ing their services for 1939. 





New Lafayette Life Agency Head 








RANDALL G. YEAGER 


Randall G. Yeager has been appointed | 
head of the agency department of La- 
fayette Life of Lafayette, Ind. He went 
with Lafayette Life in 1937 as first as- 
sistant to W. R. Smith, head of the 
agency department, who is retiring in 
accordance with the company’s regular 
plan of retirement at age 65. Mr. Smith 
has been with Lafayette Life 34 years. 
During the past 244 years Mr. Yeager 
has demonstrated his ability and the di- 
rectors unanimously selected him for the 
position. The production of Lafayette 





W. R. SMITH 
Life in 1939 exceeded the record for the 
previous year by about 25 percent. 

January has been designated as “Yea- 
ger” month. Each application will be 
accompanied by a small portion of the 
congratulatory message bearing the 
agent’s autograph. These pieces will be 
assembled and the completed messages 
will then be bound in a book for Mr. 
Yeager. 

Mr. Yeager entered the life insurance 
business in 1925 as an agent and later 
became an agency supervisor. 





Advertising People 
Discuss Calendars 


Some Interesting Points 
Brought Out—G. A. Adsit, 
Girard Life, Is Leader 


PHILADELPHIA — Calendars can 
well produce enough new life insurance 
sales to more than justify their expense 
to the agency department, but this is 
possible only where a carefully thought 
out and faithfully executed plan of dis- 
tribution is employed. This was brought 
out last week at the January meeting of 
Keystone Life Advertisers Association, 
held in Philadelphia. 

For a company to design or purchase 
an attractive calendar and distribute it 
promiscuously is to invite disappoint- 
ment, declared G. A. Adsit, vice-presi- 
dent Girard Life and leader of the dis- 
cussion. On the other hand, he con- 
tinued, the calendar may be used by the 
fieldman as a complete merchandising 
plan. Under the Girard Life program of 
distribution the fieldman is required to 
furnish the company with a complete 
list of places to which calendars will 
be delivered. 


Provident Mutual Plans 


A somewhat similar method is em- 
ployed by the Provident Mutual with 
its calendar. A letter is sent to pros- 
pects and policyholders by the agent 
showing one calendar print in full size 
and inviting the same recipient to re- 
turn a card and received a calendar 
without obligation. Returns, which go 
direct to the home office, average 24 per- 
cent. Agents make deliveries person- 
ally, being careful to make use of the 
contact for sales and prospecting pur- 
poses. Sales traced directly to calen- 
dar contacts show an average in excess 
of $5,000, N. A. White said, in discus- 
ing the methods of tie in with direct 
sales work. 

Mr. White also described the com- 
pany’s blotter service which dovetails 
with the calendar program in that the 
same illustration is used on both the 
calendars and blotters for each month. 

>. S. Davis, Provident Mutual, said 
that a calendar must be attractive if it 
is to be well received. Its illustrations 
must be of the type that persons will 
like to have in their home, otherwise the 
calendar is likely to find its way into 
wastebaskets. But if it is of a quality 
creating desire of ownership it makes 
warm friends for the company and for 
the agent through whom it is distrib- 
uted. Mr. Davis had made a mail sur- 
vey of reactions of advertising managers 
to the calendar idea and found that en- 
thusiasm and practical results paralleled 
to a marked degree the efficiency of 
plans for tieing it in with a definite pro- 
gram that will give agents an incentive 
to use it for prospecting. 

D. B. Slattery, Penn Mutual, presided 
during the meeting. Chairman of Key- 
stone Life Advertisers during its organ- 
ization and the remainder of 1939 he re- 
linquished the duties to an associate, 
Miss Mary F. Barber, secretary to the 
president of the Penn Mutual, who was 
elected permanent chairman for 1940. 

At the next meeting Carleton Loebel, 
advertising manager of the Presbyterian 
Ministers Fund, will lead a discussion 
on direct mail. 


Study Texas Mineral Holdings 


AUSTIN, TEX.— Attorney-general 
Mann is studying statutes and reports 
of retention of mineral interests by in- 
surance and loan companies in land sold 
at private sale with a view toward insti- 
tuting such action as necessary to 
enforce state laws and public policy. In 
an opinion the attorney-general states 
that “during the past three years this 
practice has become more prevalent. 
As a result, wide mineral holdings are 
being built up by corporations which 
were chartered for a different purpose.” 
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General Agents 
Association Meets 


President Smith Tells 
New England Mutual Men 
Results of Year 


BOSTON—The General Agents As- 
sociation of New England Mutual Life 
held a five-day conference here with 74 
of its 76 members in attendance. The 
meeting was expanded this year to give 
opportunity for wider consultation on 


agency management problems and a 
series Of meetings with the home office 
staff. 


Business sessions were given over to 
discussions of specific phases of general 
problems by association members and 
home office men who are leaders in their 
particular fields. In addition, L. S. Mor- 
rison and B. N. Woodson contributed 
the findings of the Sales Research Bu- 
reau on the subjects of business man- 
agement, persistency, and _ selection, 
training, and financing of new agents. 


Randolph Welcomes Visitors 


Guy D. Randolph, Cincinnati, associa- 
tion president, welcomed the members 
who had gathered from 36 states and 
Hawaii. Other general agents taking 
prominent part in the program included 
F. G. Bray, Houston; Linwood Butter- 
worth, Richmond; C. Preston Dawson, 
New York; Rolla R. Hays, Jr., Los An- 
geles; A. W. Moore, Philadelphia; R. W. 
Partridge, Boston; H. A. Schmidt, New 
York; F. M See, St. Louis; M. G. Sum- 
mers, Boston; E. B. Thurman, Chicago, 
and A. C. Utter, Detroit. 

“Your responsibility to the life insur- 
ance institution and to the New England 
Mutual is identical with mine and with 
that of each of the company staff, in car- 
rying out to the fullest extent New Eng- 
land Mutual ideals of service, based in 
every instance on thoughtful considera- 
tion of the policyholders interest,” Presi- 
dent G. W. Smith said in the opening 
session. “We must give our constant 
effort to make sure that our life insur- 
ance structure, our service, and our per- 
formance cannot be improved upon. 


Gives Some New Figures 


“While our new business production 
for 1939 was somewhat less than the all- 
time high of 1938, our insurance in force 
continued to show a gratifying increase, 
and now amounts to $1,573,841,000, a 
gain of $34,000,000 during the year. I am 
especially pleased to report that mortal- 
ity experience was 4.51 points under that 
for 1938, and was only 51.48 percent for 
the year.’ 

Other home office executives joining 
in the conference sessions included Vice- 
presidents G. L. Hunt and Walter Teb- 
betts; Glover S. Hastings, superinten- 
dent-emeritus of agencies; W. E. Hays, 
director of agencies; C. F. Collins, 
agency secretary; T. F. Meagher, assist- 
ant secretary and coordinator, and G. E. 
Perino, auditor. 

There was a dinner at which the gen- 
eral agents were joined by company di- 
rectors and executives. Other extra- 
curricular highlights were a supper gath- 
ering at the home of President and Mrs. 
Smith, and a tour of inspection of the 
progress being made in the construction 
of the new home office building. 


Illinois Federation Holds 
Annual Meeting Jan. 20 


The Illinois Insurance Federation will 
hold its annual meeting in Chicago Jan. 
20 following a luncheon. The execu- 
tive committee selected a_ nominating 
committee consisting of E. I. Fiery, 
Royal-Eagle Indemnity, chairman; M. 
A. Myers, broker; C. M. Hayden, Glens 
Falls, and C. B. Stumes, Penn Mutual. 
all of Chicago, and A. S. Keys, Spring- 
field, Ill., local agent. A program com- 
mittee also was appointed consisting of 
Lyle L. Beach, assistant general counsel 








Continental Casualty; L. S. Jones, 
Ocean Accident; P. B. Hobbs, Equitable | 
Society, and H. E. Reeves, Joyce & Co., 
all of Chicago. 


|S. W. Sturm Mutual Benefit 
| Leader for Tenth Time 


H. N. Douglass, New Amsterdam Cas- 


ualty, 
preside. Seating arrangements allow of 
only 500 attendance and reservations 
should be made by those who plan to 
attend the meeting, Mr. 
nounced. 





Clark Goes to New York 


George Clark, for the past three years | 
manager of the Boston office of the Se- | 
curity Mutual of Binghamton, has gone | 


to New York City to become associate 
manager of the Beatty agency there, 
located at 123 William street. No suc- 
cessor at Boston has been appointed. 





Denny in Central West 


Robert H. Denny, director of agencies 
State Mutual Life, visited Chicago, 
Minneapolis and St. Louis on an agency 
trip to the central west. Mr. Denny is 
especially enthusiastic over prospects for 
the coming year. The State Mutual is 
planning to push the social security ap- 
proach in selling life insurance. A new 
sales program will be announced soon 
by the State Mutual. 


Chicago, federation president, will | 


Douglass an- | 








Samuel W. Sturm of the J. S. Drewry | 


& Co. agency, 


Cincinnati, led all Mutual | 


Benefit representatives in the amount of | 
business paid for in 1939. 





Ss. W. STURM 


10th 


That was the | 





| of 
| Club to stimulate interest in bringing 


place went to M. M. Matusoff of Cleve- 
land; third, Edward J. Dore, Detroit. 
A. R. Groenke, also of Cincinnati, fin- 
ished fourth with a Mutual Benefit pro- 
duction of more than $1,000,000. 

Rein Vader of the Raleigh Stotz 
| agency, Grand Rapids, led in number of 
lives. The 1938 lives leader, J. F. Guth- 
rie of Detroit, ranked second. 

Five of the first 10 production leaders 
are members of the Drewry organiza- 
tion. Other than Mr. Sturm and Mr. 
Groenke they are: Sidney Weil, W. E. 
Wright and W. H. King. These men 
and another Cincinnati man, Fred A. 
McMaster, qualified for the company’s 
“National Associates” group, an organi- 
zation of 25 national production leaders. 





Recruiters Club Formed 
DES MOINES — The Bankers Life 


Iowa inaugurating a Recruiters 


is 


| prospective agents to the attention of 


REIN VADER 


year in which Mr. Sturm has led 


the company in production since he went 


with 
19th 


Mutual Benefit in 1912, and the 
year in which he has produced 


more than $1,000,000 of business for the 
company. 
Mr. Sturm finished first in a close race 


with 
than 


two others by paying for more 
$600,000 in December. Second | 


agency managers. Members will be eli- 


gible for awards. 


Girard Life Convention 


The Girard Life will hold its annual 
agency convention at the Benjamin 
Franklin Hotel, Philadelphia, Jan. 25-27. 
The annual banquet will occur the sec- 
ond night. Vice-president George A. 
Adsit is in charge of the program. 
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New All-Time Highs Attained 
By Pilot Life in 1939 


Although final figures are not available, sufficient facts are at 
hand to indicate that 1939 registered many new all-time highs 


for the Pilot Life. 

‘ The gain in insurance in force will be approximately 
‘ $7,000,000, which represents one of the Company’s best 

i! years, and the total insurance in force will attain the new high 


4 figure of over $137,500,000. 


The assets, invested in securities handpicked by Pilot invest- 
I ment experts and carried substantially below market value, 


will show a handsome increase, attaining another all-time high. 
: 1939 was in all respects a year of high progress. To the large 
i number of loyal and capable salesmen who played a major 
, role in these achievements, sincere appreciation and con- 
i" gratulations are publicly expressed. 

PILOT LIFE 
INSURANCE COMPANY 

i Emry C. Green, President 

+ Greensboro, North Carolina 

‘ 
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Duel Cites Honey Wis. Department Load 


(CONTINUED FROM PAGE 4) 





tional duties must be assumed by the 
commissioner of insurance. The legisla- 
ture has provided that the firemen and 
policemen pension fund systems in the 


state should be examined by the com- 
missioner’s office at least once every 
three years. The 1939 legislature, by 


law, requires the commissioner to make 
an examination and audit of the state 
teachers retirement system at least once 
every three years. That fund now has 
assets in excess of $43,000,000. 

“A solicitor’s license law was enacted 
during the last session. This will re- 
quire additional labor, filing space and 
the printing of forms and supplies. 


Changes in Compensation Act 


“Periodic changes in the workmen’s 
compensation act as to benefits, rating 
methods and underwriting practices have 
brought about additional duties to the 
insurance commissioner’s office. 

“In the past 20 years the institution 
of town mutual insurance has grown 
from a_ small group of disorganized, 
local farmers’ companies, each operating 
in its own unguided, haphazard manner, 
until today we find emerging a business 
carrying over a billion dollars in risks, 
in which standardization of methods, 
policies, and corporate structures have 
laid the foundation for healthy super- 
vision which will result in benefits 
to the thousands of our citizens depend- 
ent upon this form of insurance for 
their protection. 

“Every year we are called upon for 
advice and assistance in annual state- 
ment and accounting work, in amending 
by-laws, settling losses, and numerous 
other problems which confront the rap- 
idly changing officers and directors. The 
men directing these companies are not 
experienced in accounting or legal work 
and consequently look to the department 
for assistance and advice. 

“The rapid progress made by the in- 
stitution of insurance during the past 
two decades has brought with it the 
multiplicity of policy forms to meet the 
demands of the insurance buying public 
and the highly competitive methods of 
the business. This increases the prob- 
lems of the supervising officials. Rate 
wars, especially the recent automobile 
insurance rate war requires attention to 
be focused on the question of adequate 
reserves and solvency of the companies. 
The investment problem with its declin- 
ing interest rates is being felt by the 
policyholders who in turn seek informa- 
tion from the state. All these factors 
make need for constant vigilance on the 
part of the entire staff in the commis- 
sion’s office. 

3y training and experience, this staff 
has so far been able to keep abreast of 
the required duties. The higher salaries, 
however, offered by private insurance 
companies bring about resignations and 
at this time at least one replacement is 
necessary. Further turnover in the pres- 
ent experienced staff, may result, should 
the appropriation be further reduced or 
salary adjustments in specific cases be 
held in abeyance. State supervision of 
the business of insurance dates back to 
1858. Annually more than a billion dol- 
lars are collected and disbursed by the 
insurance companies. The public de- 
mands a supervision over this business 
so that charges are fair and equitable 
and disbursements are in accordance 
with the policy contract and that the 
$25,000,000,000 of remaining trust funds 
on hand are guarded in accordance with 
the principles of proper trusteeship. 

“In spite of the investment problems 
created by the depression, the growth 








Industrial Union Meets 


MILWAUKEE — More than 300 in- 
dustrial agents attended the meeting of 
the Internation Union of Life Insurance 
Agents here at which officers for the 
local units were installed. 
of Milwaukee spoke. 


Mayor Hoan 


| 


| troductory 





in the insurance business, the new 
duties placed on the insurance depart- 
ment by each session of the legislature, 
we find the department forced to operate 
on a budget over $10,000 less than it had 
20 years ago. This is not fair to the 
policyholders in Wisconsin as they pay 
$2,360,000 annually to the state and have 
a right to expect thorough supervison 
and protection.” 


Delay Release of 


Investment Survey 
WASHINGTON — The voluminous 


report on the investment and operating 
problems of the 26 largest life companies 
will probably not be released until the 
second day of the Securities & Exchange 
Commission’s presentation of its life 
company investment material to the 
Temporary National Economic Commit- 
tee, according to reports here. 

The first day will be devoted to in- 
material. An earlier release 
of the report, based on answers to the 
exhaustive investment questionnaire sent 
out about a year ago, was expected but 
the mechanical problems involved in get- 
ting up and printing so lengthy a report 
have made publication in advance of the 
hearing pretty much out of the question. 

The exact date of the opening is still 
indefinite, except that, according to pres- 
ent plans, it will open late this month or 
early in February, and continue for two 
or three weeks. 

While one of the syndicated Washing- 
ton columns forecast that the investment 
report would be sold for $100 a copy, the 
SEC has no thought of doing this. Pre- 
sumably the report will be available in 
time from the government printing office 
at a nominal charge, or earlier at a 
higher price from private concerns if the 
latter see a market for reprints of the 
document. 


Over 400 Celebrate 
Billion in Force 


(CONTINUED FROM PAGE 3) 


ments, developments of the life expect- 
ancy policies, juvenile insurance, and the 
salary savings system. 

In summing up the Lincoln National’s 
present status, Mr. Dern said: ‘Today 
we have approximately 400,000 policies 
on our books. We are operating in 40 
states. We now stand 17th among the 
American companies as to insurance in 
force, the total being about $1,034,000,- 
000. Last year we distributed about 
$13,000,000 to policyholders and benefi- 
ciari a long stride over $24,000 of 30 
years ago. Only 15 years ago, we were 
writing a little over 1% percent of the 
total new sales in the country. Last 
year that figure doubled. Now the na- 
tion is placing about 2% percent of its 
new life insurance with the Lincoln. 
Fifteen years ago the Lincoln carried a 
little over 7 of 1 percent of all the 
insurance in force in the country. Now 
about 1% percent of the total in force 
in the country is Lincoln National in- 
surance.” 

Star salesmen were honored at a ban- 
quet. Mr. Dern presented the awards. 

Members of the Presidents Club will 
sail Friday for Havana, Cuba. They will 
return to Miami Monday morning. 





James P. Houle, Sr., father of A. R. 
Houle, Chicago, general agent Massa- 
chusetts Mutual Life, died there this 

T. I. Parkinson, president Equitable 
Society, is one of the donors of prizes 
to be awarded to students attaining the 
highest marks in the various courses of 
the Insurance Society of New York 
when examinations are held in April. 





week aged 82. For many years he con- 
ducted a bakery and catering business in 
Chicago, then was in the wholesale gro- 
cery business, but retired five years ago 
due to ill health. 


Mortality * ‘Gain” Termed 
Unjustified Comparison 


(CONTINUED FROM PAGE 3) 
table. If the improvement in mortality 
had reduced the reserves proportion- 
ately, say 50 percent, the American Ex- 
perience reserves would have doubtless 
been discarded as being grossly exces- 
sive. Contrawise, the same increase in 
the reserves would have forced the dis- 
card of the American Experience basis 
as being grossly inadequate. 

“The so-called ‘gain from mortality’ 
appears to be void of any practical 
value to either the supervisory officials 
of companies in analyzing the mortality 
or in testing the adequacy of the re- 
serves, since it buries the most impor- 
tant factor, namely, the mortality eX- 
perience at the v various attained ages. 

Discussion — ” the gain and 
loss exhibit were Nelson, associ- 
ate actuary ac Mae Assurance, and 
L. J. Lehane, assistant actuary Central 
Life of Illinois. Mr. Nelson said the 
revised exhibit showed removal of a 
number of obectionable features. Gain 
from mortality, he said, now is not 
shown as such. Those who need to get 
various items that are not shown can 
do so by comparing the new exhibit 
with the annual statement. Mr. Lehane 
said the question of revision of the ex- 
hibit had been up for discussion many 
times and some actuaries and company 
officials had asked why the exhibit was 
continued at all. However, it helps to 
develop information for critical review 
of a company’s position. The various 
forms onc in the past all sought 
to. get away from any actuarial analysis 
of the business. 

Ross E. Moyer, vice-president and ac- 
tuary Continental Assurance, club presi- 
dent, and others also commented on the 
exhibit. C. L. Strom, Continental As- 
surance, discussed current changes in 
policies and company practices, includ- 
ing the new annuity for agents an- 
nounced by Mutual Benefit. 


Northwestern Mutual Holds 
Big Eastern Convention 


(CONTINUED FROM PAGE 2) 

and W. T. Mullowney, Balti- 
S. S. Trotman acted as chair- 
man. The luncheon is given by the 
general agents for all men attending 
their first regional meeting, for com- 
pany honor men and production leaders 
from the eastern zone, members of the 


Conn., 
more. 


program committee and company offi- 
cials. 
The program included two skits, “The 


Evolution of an Agent,” written by 

C. Jones, agency assistant, and “Infor- 
mation Please,” type of panel composed 
of two four-men teams with Jack 
Stapleton, Brooklyn, as master of cere- 
monies. 

Vice-president Edmund _ Fitzgerald 
was toastmaster at the dinner dance. 
Among the guests whom he introduced 
was Superintendent Pink of the New 
York insurance department, who spoke 
briefly. Praising President Cleary, Mr. 
Pink said that he was able to take care 
of himself in Wisconsin, New York— 
or Washington, obviously having in 
mind Mr. Cleary’s testimony before the 
TNEC. 

Russell L. Law, general agent, Balti- 
more, was chairman of the program 
committee. A. J. Johannsen, general 
agent, Brooklyn, had charge of arrange- 
ments. They as well as other commit- 
tee members received much praise for 
the excellence of the convention. 


In the analysis of group results of the 
Eauitable Society, new business on ac- 
cidental death and dismemberment was 
reported as $957,500,000. This should be 
$9,575,000. 





Millionaires Are Announced 
by Chairman H. G. Mosler 


LOS ANGELES — Qualifiers for the 
1940 Million Dollar Round Table have 
been announced by Henry G. Mosler, 
chairman. Men qualifying for the first 
time are: C. M. Bearden, New England 
Mutual Life, Los Angeles; E. A. Hy- 
man, Mutual Life of New York, Balti- 
more; M. M. Kaplan, Mutual Life of 
New York, New York City; J. E. Nor- 
man, Connecticut Mutual Life, Miami, 
I'la.; L. H. Stern, Penn Mutual Life, St. 
Louis; and G. W. Stewart, Penn Mutual 
Life, Pittsburgh. 

Life members for the first time are: 
Frank B. Falkstein, Aetna Life, San 
Antonio, Tex., and Sidney Salomon, Jr., 
Equitable Society, St. Louis. 

Life and qualifying members are: M. 
M. Matusoff, Mutual Benefit Life, 
Cleveland, and Harry T. Wright, Equi- 
table Society, Chicago. 





Parsons Agency Leaders in 
Year 1939 Announced 


R. F. Bierbaum was the 1939 leader 
in paid for life volume and runner up 
in number of lives insured, in the Bruce 
Parsons agency of Mutual Benefit Life, 
Chicago. He uses exclusively the com- 
pany’s “analagraph” system for pro- 
gramming estates w hich was introduced 
early in 1937. Mr. Bierbaum was one 
of the 18 men chosen to attend the first 
“analagraph” school at the home office. 

C. S. Minor, second volume leader in 
the Parsons agency, joined the Mutual 
Benefit in 1922 with the old A. A. Drew 
agency, and from the beginning fol- 
lowed the estate analysis plan of selling, 
specializing in taxation and program- 
niing. His production always has been 
substantial, having hit $800,000 one year. 

H. F. Storer, who also uses the 
“analagraph” is leader in number of 
lives paid for in the Parsons agency 
with an average case of $5,000. 

The Parsons agency just closed its 
second calendar year with $6,000,000 
paid for, and is showing rapid growth, 
with an increase of 25 percent over 
1938. The agency added new space to 
its quarters last year and has just 
opened a branch office at 208 South 
LaSalle street with E. C. and E. D. 
Hintzpeter as managers. Eight new 
men have been added to the sales force 
in the past year. 


One-Man Laboratory 


NEW YORK—By making himself a 
one-man laboratory Henry W. Abbott is 
conducting a nique research into the 
principles underlying the success of new 
agents. This was revealed at a lunch- 
eon given by Lloyd Patterson, general 
agent Massachusetts Mutual, New York 
City, to introduce Mr. Abbott to a num- 
ber of leading New York City life 
insurance men. Mr. Abbott resigned 
Dec. 31 as general agent for the Massa- 
chusetts Mutual, Pittsburgh, and is now 
connected with the Patterson agency. 

Speakers included, besides Mr. Abbott 
and Mr. Patterson, Vice-president J. C. 
Behan of the Massachusetts Mutual and 
K. A. Luther, general agent, New York 
City, Aetna Life. 


Matheson Pa. Resident Executive 

Colonial Life has appointed Hugh 
Matheson as resident assistant secretary 
and manager of agencies for Pennsyl- 
vania. His office is in the McClatchy 
building, Upper Darby. 





W. J. Williams Divisional Head 


W. J. Williams, the youngest of the 
three sons of President C, F. Williams 
who are connected with Western & 
Southern Life, has been advanced to di- 
visional director of that company for 
northern Ohio and Michigan. W. J. 
Williams is 24 years of age. He suc- 
ceeds Samuel H. Smith, who is retiring 
because of illness after 33 years of serv- 
ice. 
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“New England Mutual the deduction that no one shall profit | manded, such as that red ink be not 
by his own wrong. However, where | used in filling out the statement, inas- 


F ecules Rove 
Life Salesmen 


Vice-president Massachu- 
setts Mutual Makes Some 
Observations to Field Men 


Vice-president C. O. Fischer, Massa- 
chusetts Mutual who is visiting the 
agencies, in his talks, says, “The agent 
who knows his business, and who con- 
scientiously endeavors to earn adequate 
income through intelligently selling and 
servicing his clientele need have no mis- 
givings that he will succeed in getting 
his share of business.” 

He points out the time-honored need 
for analysis of the work to be done and 
self-management in doing it, Every 
agent, he feels, needs a track to run on, 
to avoid shadow boxing. 


Business Outlook Better 


While there may be slight temporary 
recessions, Mr. Fischer expresses the 


opinion that the business outlook for 
1940 is good. “During the recent holi- 
day season, merchants enjoyed better 


trade conditions than at any time during 
recent years, and reports from all sides 
are optimistic,” he comments. 

“Of the one thing we can be certain, 
I believe; the new year will be one of 
progress for the salesman who will or- 
ganize himself to do those things he al- 
ready knows are needed to achieve suc- 
cess. Bigger and better results are 
always secured by the man who exer- 
cises more care in finding and selecting 
his prospects, and who gives more 
thought to his sales presentation, more 
enthusiasm and activity to his daily 
work. The doers get the business.” 


Burruss Addresses Club 
at San Antonio, Tex. 


SAN ANTONIO, TEX.—The Life 
Managers Club was addressed by Wil- 
liam Burruss, sales engineer and sales 
consultant, formerly general agent Prov- 
ident Mutual Life at Norfolk, Spring- 
field, and Kansas City. He discussed 
the past public attitude toward life 
agents which caused men’s wives to 
object to their going into a business 
which they felt gave a low social stand- 
ing. He contrasted that with the pres- 
ent public appreciation of the business 
and its representatives 

The locating of men suited to sell life 
insurance, their selection and training 
are not easy. The wife’s approval to 
her husband entering the work should 
be secured, he said. The solution of the 
problem of the general agent and man- 
ager, Mr. Burruss stated, is better 
agency selection and training. The 
prospective agent’s background and hab- 
its should be considered. The banker 
who has been accustomed to saying no 
to other people will a poor agent, Mr. 
Burruss said. 

The failure of general agents and man- 
agers in building agencies is due to 
failure to work their plans, he said. 
Many agents have not lost morale be- 
cause of the social security act. 


San Francisco Group to Elect 


Leonard White, an outstanding per- 


sonal producer of the R. J. Shipley 
agency Northwestern Mutual Life, San 
Francisco, will address the Jan. 18 meet- 


ing of the San Francisco Life Agency 
Cashiers Association at the Western 
Women’s club. - 

_ Nominations for officers for 1940 have 
Just been made by the executive com- 
mittee, to be voted on Jan. 18. Those 
nominated are: President, Bronson Gil- 
logly, Pacific Mutual Life; vice- presi- 
dent, Harold McCrimmon, Reliance 
Life, treasurer, Morrison Curry, Mutual 
Benefit Life, and secretary, Miss Kate 
Ahern, Guardian Life. 


Life Leader for 1939: 








With more than $1,000,000 in produc- 
tion during the year to his credit, Wil- 
liam Thomas Earls 
of Cincinnati was 
the leading pro- 
ducer of the New 
England Mutual 
Life in 1939. He is 
said to be the 
youngest man ever 
to qualify for pro- 
duction leadership 
in the company, 
and the first from 
Ohio. 

Thirty years of 
age, he has been 
associated with the 
New England Mu- 
tual since his graduation from Holy 
Cross College eight years ago. He spent 
the first year in the home office in Bos- 
ton, and for the past seven years has 
been with the Cincinnati office of Gen- 
eral Agent Guy Randolph. 

He qualified for the Million Dollar 
Round Table of the National Associa- 
tion of Life Underwriters in December, 
and his production at the close of the 
year was well above the $1,000,000 mark. 

Mr. Earls finished his C. L. U. exami- 
nation in 1933, and last year was presi- 
dent of the Cincinnati chapter. For the 
past three years, he has been one of the 
five leading producers, 

te is well known throughout the 
country, having appeared frequently be- 
fore meetings of New England Mutual 
agents as well as life underwriters’ or- 
ganizations. 

He comes of one of the foremost in- 
surance families in the United States. 
His grandfather was the late Thomas E. 
Gallagher, for many years manager of 
the western department of the Aetna 
Fire. His father is William A. Earls, 
president of the Earls-Blain Company of 
Cincinnati, a leading insurance agency, 
and also of the Ohio Association of In- 
surance Agents. His uncle is Vincent 





W. T. Earls 


L. Gallagher, assistant United States 
manager of the Pearl Assurance. His 
twin brother, Thomas William, is vice- 


president of the Earls-Blain Company, 
as is his other brother, John. 





Chicago Life Insurance 
Lawyers Hear Gruenwald 


Where a company refuses to pay a 
claim on the ground that the beneficiary 
murdered the assured, it appears that 
unless it can procure a severance it is 
in an almost hopeless position if the 
beneficiary and administrator sue jointly, 
A. F. Gruenwald, Chicago attorney, de- 
clared at a meeting of the Chicago Life 
Insurance Lawyers Club. 

He said there are three methods of 
attempting a severance. The first is a 
motion to strike the answer of the ad- 
ministrator and dismiss his case or by 
insisting that he specifically show a 
cause of action. The second is by ask- 
ing for separate trial for the reason that 
the joint suit is not a cause of action 
based on the same law or the same 
facts. The third is to wait until the 
plaintiff-beneficiary has made his prima 
facie case and then demand that the 
administrator present his case. Upon 
his failure to do so the company should 
move to dismiss his case or move to 
direct against him. If the administra- 
tor presents his case he can be used to 
prove the murder and assist the proof 
of premeditation at the inception. 

Mr. Gruenwald said at various times 
every insurance company believes it has 
a case where it is in a position to suc- 
cessfully prevent a recovery on a policy 
where the person or property insured 
was intentionally destroyed by the 
party who seeks the benefit of the pro- 
ceeds. In case of fire insurance, this 
constitutes arson, and in life and acci- 
dent policies it would be murder. 

The rule is universal that if the ben- 
eficiary murders the assured, his right 
to take the funds is forfeited because of 





the beneficiary is the sole heir of the 
assured, and is not irrevocable, a claim 
by the administrator of the assured is 
more difficult to defeat. The rule is 
almost universal in the United States 
that the benefits of the policy revert to 
the estate of the assured and his ad- 
ministrators can recover as if no ben- 
eficiary had been designated. 


Corpus Christi, Tex., Force Meets 


The Corpus Christi, Tex., district rep- 
resentatives of the Great Southern Life 
held their annual meeting and banquet 
there. H. L. Smith of Houston was 
the speaker. 





Annual Statement Requirements 


Superintendent Pink of New York has 
sent to the companies a long and de- 
tailed recital of the requirements in con- 
nection with the filing of 1939 annual 
statements. A few changes are de- 





much as the department uses red ink in 
its auditing. The request is made that 
any minus items be shown by placing 
the word “minus” to the immediate left 
of the amount. 





American National Conventions 


The ordinary and industrial depart- 
ment of the American National of Gal- 
veston will hold separate conventions 
this year, with G. S. McCarter, superin- 
tendent, in charge of the ordinary de- 
partment convention at Galveston May 
9-11 and E. A. Rees, manager, in charge 
of the industrial meeting at Galveston 
June 5-8. 


F. R. White Made Assistant 


F. R. White, formerly associated with 
his brother, E. F. White, general agent 
at Dallas for the Connecticut Mutual 
Life, as supervisor, has been appointed 
assistant general agent there. 














KEEP PACE WITH TIME! 


They are children today, but the transition into 


manhood and womanhood will come with 


incredible swiftness. 


They are the life insurance prospects of 


tomorrow. 


Life insurance salesmen who interest themselves 


in little people are building for the 


future. 
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Salesmen of Savings Bank Insurance 


Savincs bank life insurance in New 
York state has wound up its first year 
with 8,000 policies, $6,500,000 of insurance 
in force, announcement of a 4 percent di- 


vidend, and unrestrained eulogies from 
New York’s Governor LEHMAN, Lieuten- 


ant-governor CHARLES PoLetti and E. A. 
RICHARDS, One of the few savings bankers 
who had any use for the scheme when it 
was in its embryo stage. 

Superintendent PrnK of the New York 
department also contributed a word of 
praise though it lacked the frenzied en- 
thusiasm of the other tributes. 

The New York record, which is in- 
disputably more impressive than the Mas- 
sachusetts writings (during its 
first year, is apparently regarded as vindi- 
cating the idea that life insurance can be 
sold without salesmanship. Yet every time 
that prominent persons like New York’s 
governor and_ lieutenant-governor open 
their mouths to extol savings bank life 
insurance they are giving the lie to the 
no-salesmanship theory. The work that 
these two men and other enthusiasts have 
done constitutes a very high order of 
salesmanship even though they do not get 
paid for it. There is no life insurance 
company in existence—even though all its 
officers and directors were Republicans— 
who would not welcome the services of 
such salesmen, particularly if they would 
be willing to work for nothing. 

With low-cost overhead from the banks 
and salesmen like Governor LEHMAN and 
Lieutenant - governor PoLeTtI working 
without compensation, it is not altogether 
startling that the New York system should 
have been able to pay a dividend on the 
results of its first year of operations. In 
fact, although most of the resentment of 
life insurance men has been centered on 
the free ride that the savings bank life in- 
surance gets from the banks it may well 
be that the uncompensated salesmen are a 
far more important factor in keeping costs 
down and spreading its sale. For more 
than a quarter of a century Wisconsin has 
had a state subsidized life insurance fund 
which has a total insurance in force of 
only $2,122,090 despite its favorable mor- 


system’s 


Do We Need the Expert Agent? 


LIFE men were very much interested in 
the comment of Attorney Irvin BENDINER 
of Philadelphia, who is regarded as an 
expert on business and estate insurance, 
at the annual meeting of the AMERICAN 
ASSOCIATION OF UNIVERSITY TEACHERS OF 
INSURANCE when he crossed swords with 
PavuL TayLor, deputy insurance superin- 


tality ratio of 47.9 percent and a net in- 
terest rate of 4.44 percent. 

Is it because the people of New York 
are so much more discerning than the 
citizens of Wisconsin that the New York 
plan has three times as much business in 
force at the end of its first year as the 
Wisconsin plan has acquired in its entire 
As a progressive, prosperous, 
New York can hardly claim 
The answer, 


existence ? 

thrifty state, 
an edge over Wisconsin. 
therefore, seems to be in the superior 
salesmanship which the New York plan 
has enjoyed. And salesmanship is sales- 
manship whether it is the work of an agent 
who combines with it the invaluable serv- 
ice of advising buyers on old as well as 
new insurance or is merely an effective 
job of tub-thumping by men whose high 
places in the state insure a_ respectful 


hearing for whatever cause they may 
espouse. 
Unfortunately for the policyholders, 


salesmanship of the type supplied by Gov- 
ernor LEHMAN and _ Lieutenant-governor 
Potetti lacks the essential element of ad- 
vice and consultation which is so impor- 
tant a part of the agent’s job. New York’s 
governor and lieutenant-governor would 
undoubtedly shudder at the thought of 
urging the citizens to avoid the high price 
of lawyers’ fees by buying standard printed 
forms of wills, leases and the like, avail- 
able from the state at reduced prices. 
Perhaps some of these forms might fit 
some situations exactly but in many cases 
the sense of false security they would im- 
plant would make them worse than use- 
less. 

Similarly, elimination of the agent’s 
commission and his advisory service along 
with it makes it possible to market a 
cheaper life insurance policy. It will not 
be until years hence when death claims 
begin to come in in volume, that sav- 
ings bank life insurance policyholders will 
know whether they were sold the correct 
kind of insurance or whether what they 
bought over the counter was a tragic 
misfit. There is a high place in the 
scheme of life insurance for well in- 
formed agents. 


tendent of New York, who has charge of 
the savings bank life insurance end. Mr. 
TAYLOR implied that life insurance is a 
commodity which can be bought with 
little or no expert assistance. Mr. BENn- 
DINER emphasized the fact that insurance 
is a distinct social service and requires a 


He stated that from time to time there 
are changes in a policyholder’s condition 
which require consequent readjustments 
in his policy setup. A man’s life insur- 
ance is not necessarily static. It is some- 
thing that should adapt itself to the dif- 
ferent demands during a policyholder’s 
life. If this very desirable service is to 
be eliminated then Mr. BENDINER agreed 
that the agent is of no value. Until there 
is compulsory state insurance and the 
field force is eliminated, Mr. BENDINER 
took the position that the field force was 
very essential. 

Savings bank life insurance and other 
kinds of protection that are sold by mail 
and without the service of the agent 
have a certain purpose. The policies 
they sell are very much like merchandise 
in a cheap store. One pays his money 
and has no opportunity to return the 
goods if they are not what they were 
said to be or later discovers they are 


LIFE insurance officials are giving a very 
earnest thought to the proper compensa- 
tion of agents and the appropriate list- 
ing of agents so far as honor rolls are 
concerned. In times gone by volume was 
the basis for honor and compensa- 
tion for work. There was always tre- 
mendous rivalry among companies as to 
volume. Each sought to outdo the 
other. The ranking of companies was 
by new business. This resulted in arti- 
ficial stimulation which really gave a 


not to be desired. Ifa person purchases 
insurance and wants to take the risk of 
not having it adapted to his changing 
needs he must take the consequences. 
Life insurance is not a tangible product. 
It has many latent and possible condi- 
tions. It is issued in its elastic form so 
that it can be molded to the conditions 
that come to a man throughout his ca- 
reer. If a policyholder were in the same 
situation all his life then he would need 
no expert advice. Life insurance has 
performed a greater service because it 
has been sold by trained men who help 
build a man’s foundation and then be- 
come an architect for his life insurance 
structure. 

In erecting a building a person might 
feel that he does not need an architect 
and yet if he is not one himself he would 
have a very sorry sort of a structure. 
Life insurance agents are architects of 
insurance. 


Compensation of Life Agents 


distorted picture of a company’s con- 
dition. 

As these companies present their plans 
for club eligibility on a more logical 
basis membership will mean much more. 
This research into proper rules for mem- 
bership in clubs will have a direct bear- 
ing on more scientific compensation, a 
question that is now being explored by 
a special committee headed by President 
M. A. Linton of the ProvipENntT MuTUAL 
Lire, 








PERSONAL SIDE OF THE BUSINESS 





The engagement is announced of Miss 
Betty Jane Edmundson and Franklin 
Drew, both of San Francisco. Miss Ed- 
mundson is the daughter of H. Clyde 
Edmundson, Pacific Coast manager of 
America Fore, and Mr. Drew is the son 
of Cyrus K. Drew, editor of the “West- 
ern Underwriter” of San Francisco, and 
Mrs. Drew. The announcement was 
made at a cocktail party at the Edmund- 
son home after which the group went to 
the Hotel Mark Hopkins for an evening 
of dancing. 

Clyde W. Young, president Monarch 
Life, visited Chicago and Minneapolis on 
an agency trip. 


Kenneth R. Miller, manager of agen- 
cies of Atlantic Life, has been elected 
commander of Flotilla No. 4 of the 
United States Coast Guard Reserve. At 
the last session of Congress the organ- 
ization of the Coast Guard Reserve was 
authorized and since then flotillas com- 
posed of boat owners have been formed 
in the various Coast Guard districts. 
Mr. Miller was instrumental in the 
formation of Flotilla No. 4, which is 
made up of boat owners of Richmond 
and vicinity. 

L. R. Schuster, general agent General 
American Life, El Paso, Tex., has just 
celebrated his 25th anniversary with the 





well trained agent to give proper advice. 





company. He started with his father, 


Bernard Schuster, then general agent at 
El Paso, and later succeeded him in that 
capacity. 

The late Thomas Bradshaw, president 
of North American Life of Toronto, left 
an estate valued at $1,328,818, including 
life insurance of $329,413. 


C. A. Craig, board chairman of the 
National Life & Accident, Nashville, 
and president of the American Life 
Convention, is giving a free public li- 
brary to his native county of Giles 
which will be located in Pulaski, Tenn. 
Architects are now drawing plans for 
the building which is estimated to cost 
at least $10,000. 


Louis Behr of the Samuel Lust- 
garten agency Equitable Society, Chi- 
cago, millionaire producer for many 
years and originator of the “Behr Pros- 
pecting System” and work sheets pub- 
lished by the Diamond Life Bulletins, is 
on vacation with his wife in Miami 
Beach for about three weeks. 


George A. Bredehoft, Toledo manager 
of Connecticut General Life, was feted 
at a dinner on the occasion ‘of his 25th 
anniversary with Connecticut General. 

Walter C. Rhodes, Madison, Wis., 
state manager Business Men’s Assur- 
ance, was installed as lieutenant-gover- 
nor of Kiwanis for the southern division 
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of Wisconsin and upper Michigan at the 
mid-winter conference in Milwaukee. 
Carroll C. Day, Oklahoma City gen- 
eral agent Pacific Mutual Life, became 
a grandfather with the birth of a son 


to Mr. and Mrs. W. W. Stewart of 
Oklahoma City. Mrs. Stewart is Mr. 
Day’s only daughter. 

Jesse A. Todd, Oklahoma general 


agent of the Central Life of Iowa and 
past pre sident of the Oklahoma Associa- 
tion of Life Underwriters, has been 
elected potenate of India Shrine 
Temple. 

Insurance Director Ernest Palmer of 
Illinois attended the Jackson Day ban- 
quet in Chicago Monday night given by 
the Democratic committee. 

In a new book on “Design, the New 
Grammar of Advertising,’ by James T. 
Mangan, an advertisement of the North- 
western National Life is singled out by 
Mr. Mangan as an outstanding example 
of design in advertising. The advertise- 
ment is one of a series the Northwestern 
National is using with the copy in the 
background and the head of a person in 
the center. 

Charles B. Richardson, retired general 
agent at Richmond, Va., for the Massa- 
chusetts Mutual Life, who suffered a 
stroke several months ago, has recovered 
sufficiently to be able to take a motor 
drive every day and to see friends at 
his home. 





DEATHS 


S. F. Ukele, 67, general agent North- 
western National Life, died in Kansas 
City. He had been a general agent for 
life companies there for 30 years. 

C. T. Oldrod, 76, district agent Mu- 
tual Benefit Life, died at his home in 
Canton, O. from a heart attack. 

Vernon A. Doty, 69, chief auditor of 
National 





agency accounts of the Life, 
associated with the company for 30 


years, died at Montpelier. 


C. C. Slaughter, 61, president of the 
Southern Old Line Life, died at his 
home in Dallas. He was a son of one 
of the southwest’s most colorful picn- 
eers, cattlemen and ranchers, and was 
himself a former president of the Texas 
& Southwest Cattle Raisers Association. 

John W. Ross, who had conducted an 
agency in Minneapolis since 1922 and 
had been general agent of the Continen- 
tal Casualty and Continental Assurance 
since 1932, died there after an illness of 
six months. Frank Mueller of the Con- 
tinental Casualty home office represented 
that company at the funeral. Mr. Ross 
had always specialized in accident and 
health insurance and for many years had 
been one of the largest producers of that 
class of business in the Twin Cities. He 
was greatly interested in Shrine activi- 
ties, serving as potentate in 1938. 

Mrs. Ada L. Heil, wife of the Ken- 
tucky manager of the Bankers Life of 
Des Moines, died of a heart attack at 
Montgomery, Ala. 

Roy L. Latta, former head of the old 
Peoria Life’s home office agency, was 
buried in Goshen, Ind., Tuesday follow- 
ing funeral rites from his home in St. 
Louis. Mr. Latta joined the Peoria Life 
in 1927, 


Pattern Arranged for June 
Meeting of Commissioners 


The tentative program for the meet- 
ing of the National Association of In- 
surance Commissioners to be held this 
Summer in Hartford contemplates the 
formal opening of the convention Tues- 
day morning, June 25, when the mem- 
bers and’ their guests ‘will be welcomed 
by Governor Raymond E. Baldwin and 
Mayor Thomas J. Spellacy. 

Clarence Neslen of Utah, presi- 
dent of the association, is inviting John 
Sharp Williams, III, of Mississippi, 
chairman of the executive committee, to 
respond to the address. 

The executive committee will meet 
Monday afternoon before the formal 
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NEWS OF THE COMPANIES — 





United Services Life 
Makes Progress 


President S. H. Emerson of the 
United Services Life of Washington, D. 
C., was the recipient of 186 birthday 
greetings from 24 agents. To each 
greeting had been attached an applica- 
tion secured during a 42-day effort in 
his honor. The business secured totaled 
$1,388,135, which is an average of $7,452 
per application, and an average of 
applications for $57,838 per man for the 
period. The company was chartered in 
the District of Columbia early in 1939 
and is 99 percent owned by officers of 
the six services of the United States 
government. The first application was 
written Feb. 16, at which time the com- 
pany had only 15 agents. The company 
states that applications totaling $10,036,- 
727 had been received. Following Jan. 1 
it was announced that wives and chil- 
dren of commissioned officers may pur- 
chase life insurance in this company. 


4.f 





Modern Life Is Moving 
Home Office to Winona 


ST. PAUL — The home office of 
Modern Life will be moved about Feb. 
1 to Winona, Minn. The company has 
leased the former city hall at Winona 
as its home office. The St. Paul office 
will be discontinued. 





Pan-American Sets New 
High Record in Annual Gains 


Closing the year with more than 
$170,000,000 of insurance in force, Pan- 
American Life attained its major ‘objec- 
tive for the past 12 months and, with 
the exception of one year when the fig- 
ures were influenced by a large group 
case, realized the greatest gain of in- 
surance in force for any year since the 
peak year of 1929. 


Persistency Rate Record 


The persistency rate was the high- 
est in history. This was accomplished 
in part by a “quality business” con- 
sciousness created throughout the field 
forces during the past two years 
through the medium of the company’s 
Clover Club, which required agents to 
write a certain class of business in order 
to acquire membership. 


Assets in 1939 increased more than 
$2,800,000, the largest increase in any 
one year in history. Assets now 


amount to about $40,000,000. 





Jefferson Standard Big Gain 


Jefferson Standard Life made a gain 





of $17,500,000 in insurance in force dur- | 


ing 1939. The renewal ratio was the 


highest on record. The actual volume | 
of lapses was less than in any year since | 


1923, and the amount going off the 
books by lapse was about $2,000,000 less 
than in 1938. Insurance in force now 
stands at $402,500,000. 

New sales in 1939 amounted to $48,- 
000,000, an increase of 5 percent. 





Court Victory for Columbian 


MEMPHIS—Suit of 189 fraternal 
policyholders against the Columbian 
Mutual Life has been dismissed by 


Federal Judge Martin. An accounting 
of assets, property and liabilities was 
sought to determine the amount of re- 
sources and credits accredited to fra- 
ternal members as against the funds 
credited to mutual policyholders. Judge 











opening and any other committees that 
so desire, may start that afternoon. Sev- 
eral papers of interest will be read and 
the formal dinner will be held Wednes- 
day evening. The convention will ad- 
journ Thursday about noon. 





Martin held that all issues were settled 
in a chancery suit in 1937 and that this 
decision was upheld by supreme court. 





Largest Increase for Continental 
The Continental Assurance’s insurance 

in force on Dec. 31, totals $252,671,711, 

an increase of $20,699,213. This is the 





largest increase in the company’s his- 
tory. 
The Aeme Life of Tulsa, Okla., has re- 


insured the business of the Mutual Life 
& Accident of Oklahoma City. 


INDUSTRIAL 





Southern Life & Health Is 
Observing 50th Anniversary 


The golden anniversary of the found- 
ing of ‘Southern Life & Health of Bir- 
mingham is being observed in an agency 
campaign the first eight months of this 
year which will culminate in an August 





convention trip to Washington and the 
New York World’s Fair. 

Quotas for the campaign have been 
fixed so that the average agent with 
good effort will be able to make the 
trip and if he goes 50 percent over quota 
he can take his wife or a guest along at 
the expense of the company. 

It has increased its agency force 50 
percent in the past three or four years, 
and its business has increased in like 
proportion. 


Must Bargain with C. I. O. Union 

BOSTON — The John Hancock Mu- 
tual Life has been ordered by the Mas- 
sachusetts state labor relations board to 
bargain collectively with the C.I.O. 
union of industrial agents in Boston and 
has been given ten days to comply with 
the order. The company is permitted to 
ask a review of the order by the courts. 
The union has enrolled about 629 agents 
in metropolitan Boston. 





Koehler to Home Office 


F. Koehler, manager National Life & 
Accident, district 2 in Chicago, has been 
transferred to the home office as terri- 
torial manager for the northern district. 
He is succeeded by J. C. Lamar, who 
is transferred from district 1 in Chi- 
cago, and E. J. Lewis has been trans- 









R. J. was a prom- 
D inent physician in 
his community—a man 
for whom everyonepre- 
dicted a bright future. 

Like many other Pro- 
fessional men Dr. J.was 
so busily engaged in un- 
selfishly serving his fel- 
lowmen that he might 
have neglected to pro- 
vide adequately for the 
future welfare of his 
wife and baby daughter. 
He owned only $5,000 
of life insurance. 

But one day a Berkshire 
Associate so intelligently pre- 
sented a logical plan that Dr. J. 
was induced to increase his life 
insurance estate. 

Shortly thereafter, the Doc- 
tor was killed in an automobile 
accident. His wife, however, is 
now receiving a monthly life 
income of $200. from the Berk- 
shire Life Insurance Company 
—instead of a mere $5,000 lump 


sum settlement which might 
have been the case. 

Mrs. J’s deep gratitude to our 
associate sufficiently repaid 


him for his sound, sensible 

counsel, which may be the 

means of preventing another 

tragedy in the same family. 
This true story taken from our own 
files, clearly demonstrates the great 
value of the professional training 
in life underwriting that Berkshire 
Associates receive. 
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ferred from Cleveland to district 1 in 
Chicago as manager. 

H. \W. Hooton, formerly superintend- 


ent at Macon, Ga., for National Life & 
Accident, becomes manager of Birming- 
ham No. 2. David E. Taylor, formerly 
superintendent at Johnson City, Tenn., 
becomes manager at Evansville, Ind., 
succeeding J. A. Mullen, who becomes 
manager at Kansas City, Kan. 


~ COMPANY MEN 





Indiana Actuary 
Joins State Lite 


INDIANAPOLIS - 


years 


Thomson, 
the 


- Lloyd 
for the actuary of 
Indiana 
ance depart- 
ment, has 
resigned to go 
with the State 
Life of Indian- 
apolis. He has 
the title of as- 
sociate actuary 
but will work 
principally in 
connection with 
the agency de- 
partment. Mr. 
Thomson is a 
graduate 
of Mic hi- 
gan University 
and had home office actuarial experience 


past six 
insur- 





Lloyd Thomson 


before going with the Indiana depart- 
ment. 
Mr. Thomson has been one of the re- 


liable men of the Indiana department. 
He has attended various meetings of the 
insurance commissioners in company 
with Commissioner Newbauer. He has 
been a member of the mortality table 
committee of the commissioners associa- 
tion that has done such a conspicuously 
valuable work. 


Crawford Vice-president 
of Life of Virginia 
_E. A. Crawford, 
vice-president of Life of 
been named vice-president. 
Mr. Crawford is a native of Chester, 
S. C., where he entered the company’s 
service as a weekly premium agent in 


assistant 
has 


formerly 
Virginia, 


1909. In 1910 he went to the home 
office, serving as a clerk until 1912 when 
he was appointed cashier at Atlanta. 


He returned to the home office in 1914, 
and became supervisor of the districts 
then composing division 2, in 1920. He 
Was named assistant secretary in 1925, 
and was promoted in 1934 to an 
sistant vice-presidency, 
tion he was advanced to his present ti- 
tle. 

For the past several years he has been 
in charge of production of ordinary busi- 
ness in the district field, executive su- 
pervisor of advertising and related ac- 
tivities, a director of the company, and 
a member of Life Advertisers Associa- 
tion. 

He has been 
the Richmond 
of Hampton 
Richmond. 

He is a well known figure. at con- 
ventions of the Life Presidents Associa- 
tion and of the National Association of 
Insurance Commissioners. 


as- 


active in the affairs of 
Community Fund and 
Gardens Association, of 


Elections by the Prudential 


Election of H. K. Corbin, executive 
vice-president Fidelity Union Trust 
Company, as a director of the Pruden- 
tial is announced. J. A. Amerman, as- 
sociate general solicitor of the Pruden- 
tial, was elected third vice-president. 

Other appointments made were: Dr. 
P. V. Reinartz, medical supervisor to 
assistant medical director; Dr. H. B. 
Kirkland, 


assist- 


medical supervisor, to 


from which posi-° 
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ant medical Pe Chauncey Scott to 


manager of Division I. 





Maxwell “Bulletin” Editor 


James Maxwell has been appointed ed- 
itor of the Union Central “Agency Bul- 
letin.” He has been with the company 
214 vears as assistant editor. Mr. Max- 
well succeeds F. B. Sweet, who has re- 
signed to go into the publishing busi- 
ness at Mt. Gilead, O 


G. E. Passmore to Home Office 

Passmore, agency super- 
visor of Atlantic Life, has been trans- 
ferred to the home office in Richmond 
after having been located in North Caro- 


George E. 





lina for the past year. Much of the 
company’s intensive development pro- 
gram was carried on in North Carolina 
in 1939 and this year is being expanded 
to other states. Mr, Passmore’s transfer 
to Richmond i is part of the program of 
development for 1940. 


Buck Made Agency Assistant 


R. A. Buck, assistant manager of the 
Travelers’ Hartford branch office, has 
been promoted to agency assistant in 
the home office. He was graduated from 
Yale in 1932 and entered the cashier's 
department ‘of the Travelers later that 
vear. In 1934 he became a field assistant 
in the Hartford branch and in 1936 was 
made assistant manager. 








AS SEEN FROM CHICAGO 





CAPERTON LEADS COUNTRY 

The Joe C. Caperton general agency 
in Chicago led all agencies of the State 
Mutual Life in paid business in 1939. 
Two members of the agency headed the 


company’s outstanding production 
groups. Leslie R. Schauffler led all 


agents in new paid life insurance for the 
year, while Raymond W. Frank led the 
President’s Club, the qualification for 
which includes new life, converted term 
and annuities. Mr. Frank led in new 
life insurance in December for the third 
month this year and ranked third in the 


company in this classification for the 
year. 
ROY DAVIS RETURNS 

Roy L. Davis, assistant Illinois insur- 


ance director in charge of the Chicago 
office, arrived at his desk Tuesday morn- 
ing after a vacation spent at the Inn- 
by-the-Sea, Pass Christian, Miss. He and 
Mrs. Davis drove down to the meeting 
of the National Association of Insur- 
ance Commissioners at the Edgewater 
Gulf Hotel, Edgewater Park, Miss. 
Davis remained in that section, spending 
most of the time at Pass Christian. Mr. 
Davis went down for the holidays. Mr. 
and Mrs. Davis drove to various points 
in that section during the holidays. On 
the return home they stopped at Spring- 
field and Mr. Davis spent a day at the 
insurance department. 


CHICAGO TELEPHONE BOOK 
THe NATIONAL UNDERWRITER has pub- 
lished the 1940 edition of the Chicago In- 


Mrs. } 








surance Telephone Directory giving the | 
offices in the Insurance Exchange build- | 


ing as well as those on the outside. The 
price of the directory is $1 at the desk or 
$1.10 by mail. This is a very handy ref- 
erence directory for one’s desk. 


KLUSS LEADS ZIMMERMAN AGENCY 

Charles L. Kluss was the leading pro- 
ducer for the Charles J. Zimmerman 
agency of the Connecticut Mutual Life 
in Chicago during 1939, it was an- 
nounced at the annual agency dinner 
which followed an all-day sales seminar 
conducted by Vincent B. Coffin, vice- 
president and superintendent of agen- 
cies. Other leaders in the office were: 
3urr Blair, leading broker; Lorraine 
L. Blair, senior leader; David Barnow, 
junior leader; K. B. Hollowell, sopho- 
more leader; J. J. Summerfield, freshman 
leader: Gilbert ‘Samuelson, senior de- 
pendable; Melvin K. Solon, most con- 
secutive weeks, and Mrs. Irene Kenefick, 
for direct mail. 

Mr. Kluss in his first full vear in the 
business paid for more than $500,000. 

With the largest single month’s vol- 
ume in its history in December, the 
Zimmerman agency climbed into second 
place on total business among all Con- 
necticut Mutual Life agencies in 1939 
with more than $5,000,000 paid business, 
a 22 percent increase. The Zimmerman 
agency led the entire company. for De- 





cember in both life insurance and an- 
nuities. The agency ranks third in new 
life, compared with eighth a year ago. 
In 1937, when Mr. Zimmerman was ap- 
pointed general agent at Chicago, the 


| 





agency was in 30th place among the 
company’s offices. 


At the dinner Mr. Coffin presented 
plaques to the eight leaders who met 


their $26,000 quota during the President 
Zimmerman National Association of Life 


Underwriters campaign: Mr. Barnow, 
Mr. Kluss, John Flanagan, Mr. Blair, 
Mrs. Blair, Mr. Samuelson, Mr. Solon 
and Mr. Summerfield. Awards for the 
largest number of applications during 
the campaign were made to Mr. Kluss 
and Mr. Solon. 


Mr. Zimmerman presented production 
prizes and paid tribute to members of his 
staff. Samuel T. Chase, general agent 
emeritus, spoke. Mr. Kluss presented 
Mr. Zimmerman with a gift on behalf of 
the agency. Birthday greetings were 
given Mr. Zimmerman. 


CLAIM GROUP TO HEAR ANSTETT 


Charles E. Anstett, superintendent in- 


spection department New York Life, 
New York City, will address the Chi- 
cago Claim Association on “Ciné Sur- 


veillance” at its meeting Jan. 17 at the 





Veteran Cashier Is Honored 
at Hobart & Oates Rally 


John J. Fraher, cashier of Hobart & 
Oates, Chicago, general agents North- 
western Mutual Life, was honored at 
the agency’s annual dinner this week 
upon his completion of 50 years’ service 
in the Northwestern’s general agencies 





in Chicago. Grant L. Hill, director of 
agencies at the home office, was pres- 
ent to do honor to Mr. Fraher and 


Hobart & Oates, who are starting their 
30th year as general agents. 

Mr. Fraher started in 1889 as office 
boy with Dean & Payne, then North- 
western Mutual general agents at Chi- 
cago. He continued with A. W. Kim- 
ball, who succeeded Dean & Payne in 
1894. Mr. Fraher became assistant to 
the cashier and in 1896 on the death of 
the cashier took that post. He contin- 
ued in it with Kimball & Norton and 
also when Mr. Kimball died in 1905 and 
Charles D. Norton conducted the 
agency. 

Ralph H. Hobart presided at the din- 


ner and his partner, J. F. Oates, 
awarded prizes to leading agents. They 
and Mr. Hill paid tribute to Mr. Fraher. 


Agency Leaders Recognized 


Henry W. Shedd was leader in vol- 
ume, being presented a sterling silver 
serving tray; Robert R. Reid, second 
volume leader, who was given a fitted 
pigskin bag, and Henry Maltenfort, 
leader in number of lives and third in 
volume, who received an onyx and chro- 
mium lamp and desk set. 

Mr. Fraher was presented an easy 
chair by the general agents and the 
agents association presented him a gold 
watch and a plaque inscribed with the 
names of all in the office and also a 
tribute to him. 

Mr. Oates presented the prizes and 
Carleton Hibbard represented the 
agency force in making the presenta- 
tions. 
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He will also show 


Sportsmen's Club. 
fraudulent claims 


films disclosing how 
are exposed. 


ANDERSON TRUST GROUP SPEAKER 

C. Vivian Anderson, million dollar 
producer of Provident Mutual at Cincin- 
nati and past president National Asso- 
ciation of Life Underwriters, will speak 
Feb. 6 before the Chicago Life Insur- 
ance & Trust Council on “Selling life 
insurance to the man of large means.” 


E. E. Rhodes, vice-president Mutual 
Benefit Life, was in Chicago this week 
visiting the agencies in that city. 


AGENCY NEWS 


M. H. Wilner, Philadelphia, 
Names New Brokerage Head 


Chester Stokes, Jr., has been ap- 
pointed brokerage manager for the Wil- 
ner agency of State Mutual Life in 
Philadelphia. 

Mr. Stokes has had eight years of suc- 
cessful personal production with State 
Mutual. He went with the company 
after graduation from the University of 
Pennsylvania business school, where he 
majored in life insurance. In 1934 he 
became a C. L. U. In 1937 and 1938 
he led the agency in number of paid-for 
lives. 

Morton H. Wilner, general agent, 
states that the substantial increase in 
new business over 1938 had moved the 
agency's standing from 23rd position to 
12th. 











Woods Company Agency’s Record 


PITTSURGH — The Edward A. 
Woods Company general agency of the 
Equitable Society completed 1939 with 
almost a billion dollars of insurance in 
force, a mark topped by only 20 life 
insurance companies in the country. 

William M. Duff, president and man- 
ager, celebrated his 44th anniversary 
with the agency in 1939. His personal 
production record averages $440,000 a 
year. 

The agency 
Pennsylvania, 13 in 
West Virginia. 


counties in 
and two in 


covers 47 
Ohio, 


Peterson Producers Set Records 

SAN FRANCISCO — B. D. Black- 
wood of the C. W. Peterson agency of 
the Phoenix Mutual Life has left for the 
home office in Hartford to attend a 
meeting of 14 of the company’s leading 
producers. Before leaving Mr. Black- 
wood was honored guest at a breakfast 
meeting of the “Consecutive Producers’ 
Club” of the Peterson agency, of which 
Harry C. Ellis is president. Mr. Ellis 
has completed his sixth year of better 
than an application a week production. 
He has averaged 92 applications a year 
with the “top” production of 118 appli- 
cations in one year, 82 percent of which 
were written “cash with app.” During 
the first week of 1940 Mr. Ellis has pro- 
duced an application each day, each of 
which was accompanied with a cash set- 
tlement. 


Veith & Lowenstein Agents Elect 
ST. LOUIS — R. J. Portnoy was 


elected president of the agents associa- 
tion of the Veith & Lowenstein agency 
of the Massachusetts Mutual Life. 
Other officers are: Lucy W. Givens, 
rag =president; Alma G. Robb, secretary: 

. Cook, treasurer, and J. E. O’Con- 
nor, member advisory council. Mr. 
Portnoy led the agency in personal pro- 
duction in 1939. 


O. W. Sorrels, 30, general agent at 
Beaumont, Tex.. for the Republic Na- 
tional Life of Dallas, was found dead 
in bed at his home. Mr. Sorrels, who 
was assigned to Beaumont several 
months ago, at one time served as 
agency director of the old Republic Life, 
predecessor to the Republic National. 
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LIFE SALES MEETINGS 





Country Life Holds 
Agency Convention 


BY ALBERT CUTLER 

Some 500 attended the annual agency 
convention of the Country Life of Chi- 
cago in Peoria. The company reported 
$138,000,000 insurance in force as of 
Dec. 31. The business last year was 
$19,000,000. The increase of business 
in force was $13,000,000. It has set the 
goal for $20,000,000 new paid for busi- 
ness this year. Its slogan this year is 
“Forward in 1940 with Farm Bureau 
Insurance.” 

The Country Life started in business 
Tan. 1, 1929. It has made a phenomenal 
record. Dave Mieher, head of the 
agency department and sales director of 
the Illinois Agricultural Association, In- 
surance Service, was in charge of the 
program. The guest speaker was A. H. 
Kahler, second vice-president of the 
Indianapolis Life, who gave a stirring 
address. One of the speakers was Ezra 
McClaughry, the leading producer in 
1939, he being located in Chicago. Dr. 
J. E. Boland, medical director, and H. C. 
Reeder, actuary and home office man- 
ager, made important talks. J. H. Kel- 
ker, manager of the Farmers Mutual 
Reinsurance Company, was one of the 
speakers. Other men on the program 
were A. E. Richardson, manager of the 
Illinois Agricultural Mutual Insurance 
Company, and L. V. Drake, superin- 
tendent of claims of that company. C. M. 
Seagraves, manager of the accident divi- 
sion of the Illinois Agricultural Mutual, 
spoke. John Weaver, office manager of 
the Country Life, was on the program 
the last day. 


Donald Kirkpatrick’s Talk 


Donald Kirkpatrick, legal counsel of 
the Illinois Agricultural Association, 
and associated companies, had as _ his 
subject, “Insurance for Farmers and 
Farm Organizations.” Mr. Mieher was 
toastmaster at the banquet. Earl C. 
Smith, president of the Illinois Agricul- 
tural 
tions, brought greetings and the main 
address was from E. A. O'Neal, presi- 
dent American Farm Bureau Federa- 
tion. The banquet was in honor of the 
1939 qualifiers for the General Agents 
Club and the Clippers Club. 

About 95 percent of the policyholders 
of the Country Life are farmers. Dr. 
Boland said that the mortality experi- 
ence among the farmers was more fa- 
vorable than any other occupational 
group. 
the company has had, there being $5,- 
000,000 in new business. 

The Country Life has gone on a 3 
percent reserve basis and, therefore, has 
changed all its rates. Its momentum 
is strong and it is making a remarkable 
record. 


Pearson Holds 25th Year Rally 


Sam C. Pearson, Kansas City, general 
agent Northwestern Mutual Life, held 
his 25th annual agency meeting there. 
U. H. Poindexter, assistant superintend- 
ent of agents, discussed “Finish Your 
Job Today, ” and H. R. Ricker, assistant 


Association and associated institu- | 


December was the best month. 





secretary, “Options.” K. M. Snyder, 
Omaha, general agent, talked on “This 
Job of Doing a Day’s Work Today”; 
Bert Boyd, production manager of the 
Pearson agency, “That We May Not 
Drift Too Long or Dream Too Much, - 
and Mr. Pearson, “Our Job in 1940.’ 

About 40 attended the meeting, in- 
cluding four men with the agency 25 
years or more. 


White & Odell Hold Sales Meet 


MINNEAPOLIS—About 100 repre- 
sentatives of the White & Odell home 
office agency of the Northwestern Na- 
tional Life attended the annual sales 
conference here. O. J. Arnold, president, 
and D. W. Onan, president Minneapolis 
Civic & Commerce Association, spoke. 
The agency showed a satisfactory gain 
in 1939. 


Reliance Life Sales Conference 

PITTSBURGH — Home office exec- 
utives attended the annual luncheon of 
the western Pennsylvania department of 
Reliance Life here, including A. E. 
Braun, president; Jay N. Jamison, ex- 
ecutive vice-president; H. T. Burnett, 
agency vice-president; Dr. O. M. Eakins, 
vice-president and medical director; L. 
P. Gregory and Thomas J. McKenna, 
vice-presidents, and W. J. Snodgrass, 
treasurer. 

Manager N. H. Weidner presided and 
J. C. Sheedy, production manager, in- 
troduced the speakers, including Eric G. 
Johnson, Penn Mutual general agent, 
president Pittsburgh Life Underwriters 
Association. 


Harrisburg Agency Meeting 

At the annual meeting of the Arnold 
agency of the Penn Mutual Life at 
Harrisburg, Pa., 37 agents and the office 
staff of 14 were the guests of W. A. 
Arnold, II, general agent. D. Bobb 
Slattery, assistant to the vice president, 
and W. E. Trout, supervisor of claims, 
went from the home office to attend. 
Mr. Slattery spoke inspirationally, and 
Mr. Trout gave information about spe- 
cific claims illustrating life insurance in 
action. H. P. Johnson, office manager, 
spoke on the social security act. 

F. F. Cannon was elected president 
of the Harrisburg Agency Association, 
and Frances F. Jacobs was elected sec- 
retary-treasurer. 


Mid-Continent Life’s Convention 


The 1940 agency convention of the 
Mid-Continent Life is scheduled for Feb. 
3 at the home office in Oklahoma City. 
Prizes will be awarded to the ten win- 
ners in the 30th Anniversary contest. 
A $100,000 Club celebration in honor of 
new members and officers is scheduled 
for the evening of Feb. 2. 


State Farm Rallies in Dakotas 


Raymond P. Mecherle, president of 
State Farm Mutual Automobile, at- 
tended an agency meeting at Huron, 
S. D., Wednesday of this week and par- 
ticipated in a meeting at Bismarck, 
N. D., Friday. A. W. Palm of Huron, 
insurance director for the Dakotas, is in 
charge of these meetings. Agents for 
the automobile company, State Farm 
Life and State Farm Fire attended. Rec- 





Life—Accident & Health—Group 


A JOB WITH A FUTURE 
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of poven poduction ability. Adequate financial support to those who can qualify. 


ADDRESS K-99, THE NATIONAL UNDERWRITER 
175 W. Jackson Blvd. 


Combination—Family Group—Salary Savings 





ognition is being given to leading pro- | of the conservation department. L. S. 


ducers at these sessions. Kelehan, Iowa state agent, was in 
——- charge of the meeting. Robert Colflesh, 
Hold nn Rally Jan. 15-16 Des Moines attorney, spoke at the 


banquet 
Ohio State Convention Jan. 29-31 


M. Cleary, president Northwestern 
Mutual Life; Grant L. Hill, director of 
agencies; R. W. Emerson, assistant di- 
rector of agencies, and Joseph Gallagher, The Ohio State Life will hold its 
superintendent of claims, are expected | $100,000,000 Convention in Columbus, 
to attend a conference of Minnesota | Jan. 29-31. The first day will be given 
agents in St. Paul Jan. 15-16. Langford | over to the agency managers and mem- 
& Fahey, St. Paul general agents, are | bers of the President’s and Honor 
in charge of arrangements. Clubs. 


Prudential Rally in Seattle 

SEATTLE — Washington represent- 
atives of Prudential held their annual 
conference and dinner here. Austin 
Thayer, state manager ordinary depart- 
ment, was in charge. 


Rally for Texas Managers 


A regional conference for Texas 
agency managers and unit managers of 
California-Western States Life will be 
held in Houston Feb. 7-9. The home 
office will be represented by President 
O. J. Lacy, Vice-president Ray P. Cox, An increase of 25 percent over last 
and Inspector of Agencies Ernie Gutter- | year was reported by the Thayer agency. 
sen. Subjects scheduled for the meeting | Joy Williams of Spokane took third 
are recruiting, training, supervision, and | place in production for the company in 
financing of agents. the United States. 


K. C. Life General Agents Meet Hull at St. Paul Meeting 


About 50 general agents and supervis- J. Roger Hull, assistant superintend- 
ors of the Kansas City Life will meet | ent of agencies Mutual Life of New 
in Kansas City Jan. 11-13 to discuss the | York, participated in a conference of 
new agency program inaugurated last | eastern Minnesota and _ northwestern 
year. O. Sam Cummings, Texas, will | Wisconsin agents in St. Paul. Hiram 
be in charge. Moore, St. Paul general agent, was in 


charge. 
Hold Two-Day Rally P ——— ae 
DES MOINES—About 300 Iowa | Provident Mutual Meetings 
agents of the State Farm companies Provident Mutual Life will hold three 








held a two-day meeting in Des Moines | regional conventions this year, one at 
with several home office executives in | Del Monte, Cal., April 15-18; one at the 
attendance, including A. H. Rust, presi- | Edgewater Beach Hotel, Chicago, Sept. 


Atlantic City, 
The last precedes the Phil- 


9-12, and the other at 
Sept. 18-21. 


dent of the life company; Morris Fuller, 
vice-president, and J. L. Parsons, chief 
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adelphia convention of the National As- 
sociation of Life Underwriters and a 
one-day trip to the home office will be 
included in the program of the meeting. 


Travelers to Chateau Frontenac 
The Travelers will hold its 1940 con- 


vention at the Chateau Frontenac in 
Quebec, June 18-20. This will be known 
as the “75th Anniversary Conference.” 

F. H. Haviland, agency vice president 
Connecticut General, was the principal 
speaker at the annual meetings of the 
Gridley agency of Boston, the Allison 


agency of Chicago, and the Luick agency 
of Minneapolis, held this week. 

Wallis Boileau, II, vice president of 
Penn Mutual, was guest of honor at the 
annual agency meeting of the W. H. 
Nichols Kansas general agency at Wich- 
ita Jan. 8. 


Reliance Life Divisional Contest 

PITTSBURGH—The 
of the Reliance Life—eastern, southern 
and home office—will compete for the 
divisional cup in a contest based on 
written and examined business Jan. 8- 
Feb. 10 inclusive. A new trophy will 
be put up this year, western Pennsyl- 
vania having gained permanent posses- 
sion of the first cup by two successive 


three divisions 





wins. 
The groupings will be changed this 
year, with western Pennsylvania, north- 


ern California, southern California, Ore- 
gon and Washington in the home office 
division, with a quota of $1,575,000. 
Manager N. H. Weidner of western 
Pennsylvania will head this group. 
The eastern division of 11 departments 
will have a quota of $2,331,000, and will 
be led by John F. Johns, eastern super- 
intendent of agencies. The southern 
division of 13 departments will have a 
quota of $2,306,000 and be under the 
leadership of Glenn G. Lamar, southern 
superintendent of agencies. 





Piper Again Insurance Chairman 


R. Foster Piper of Buffalo has again 
been appointed chairman of the insur- 
ance committee of the New York as- 
sembly, a post he has held for several 
vears. He still serves as chairman of 
the insurance code committee and will 
sponsor several amendments to the new 
law which his committee has had under 
consideration during the winter. 

Members of the insurance committee 
of the New York senate for the present 
term are: Hampton, chairman; Warner, 
Williamson, Mahoney, Page, Condon, 
Martin, Ryan, Coudert, Bethtold, Mc- 
Call, W ojtkowiak, Joseph, Esquirol, 
Pack and Schwartdwald. 





NEWS OF LIFE ASSOCIATIONS 





Insurance and Those on 
Other Side of Tracks 


HOUSTON — The relationship of 
life insurance to those who “live on the 
other side of the tracks,’ was brought 
home to members of the Houston asso- 
ciation at their last meeting. 

The program was presented in the au- 
ditorium of Salvation Army headquar- 
ters and speakers were County Judge 
Hofheinz, Walter Whitson, director of 
the family service bureau, and Adjutant 
W. K. Howarth of the Salvation Army. 

Judge Hofheinz said much distress 
would be eliminated if insurance men 
would serve the public as advisers as 
well as salesmen, so that maximum pro- 
tection would be given the small policy 
holder. 

Mr. Howarth disclosed by statistics 
that the great majority of those served 
by the Army had little or none of the 
security provided by life insurance. 

Mr. Whitson said social service work- 
ers believe that life insurance is neces- 
sary to the welfare, and has a logical 
place in the budget, of families of mod- 
est incomes. 

President Hedley V. Jackson presided 
and Charles Hanson, Lincoln National 
Life, was program chairman. The meet- 
ing was designated “Lincoln Day” in 
line with the association’s policy to dedi- 
cate each of the monthly assemblies to 
one of the major companies. 


Canadian Annual Meeting Jan. 19 
TORONTO—The Life Underwriters 
Association of Canada will hold its an- 





nual meeting here Jan. 19. It will be 
purely a business session. The _ film, 
“Yours Truly, Ed. Graham,” will be 
shown. 

Quebecec—R. Gauvin, Industrial Life, has 
been elected president; A. Methot, New 
York Life, first vice-president; J. D. 
Plante, Prudential, N. J., second vice- 
president; G. H. 3outin, Metropolitan 


Life, secretary-treasurer. 


rson Cooper, assist- 
ant superintendent of agents of Equita- 
ble Life of Iowa, will address the meet- 
ing Jan. 26. 

Washington, D. C.—Paul Speicher, 
R. & R. Service, spoke on “The Miracle 
of Life Insurance.” The 175 students of 
the institute course received their certi- 
ficates. = 

Buffalo—Paul Speicher, R. 
ice, speaks Jan. 12. 

Washington, Pa—George A. Smith, 
manager of the Hilltop office of the Met- 
ropolitan Life in Pittsburgh, spoke on 
“Are You Coasting?” 





& R. Serv- 











Over 600 Expected at Sales 
rn in St. Paul Jan. 25 


PAUL—Over 600 are expected to 
Peis the annual sales congress of the 
Minnesota Association of Life Under- 
writers here Jan. 25. Oswin Reeves is 
chairman of the arrangements commit- 
tee. 

The program has been completed with 


the acceptance of A. N. Gray, assist- 
ant secretary Prudential, who will talk 
on “The Common Denominator of 


John Morrell, Chicago, Equi- 
table Society, will talk on “How to Sell 
Yourself a Million a Year.” A. H. Mot- 
ley, executive assistant to the president 
of the Crowell-Collier Publishing Co., 
will review a survey on public accept- 
ance of life insurance, and Prof. J. O. 
Christianson, superintendent Minnesota 
School of Agriculture, will discuss “The 
Social Significance of Life Insurance.” 


Success.” 





Planning Is Stressed at Newark 
NEWARK—“Personal Planning” was 
discussed at the meeting of the Life 
Underwriters Association of Northern 
New Jersey by R. L. Kelly, Penn Mu- 
tual Life, and W. +. Larsen, Mutual 
Benefit Life. 

Record keeping and personal planning 


has much to do with successful sales 
work, Mr. Kelly said. Unless records 
are kept, analysis is impossible. “EO 


get anything out of a project, you must 
put something at.” 

Mr. Larsen uses a weekly planning 
sheet, which shows prospect calls, con- 
tact calls and data indicating progress. 
It also aids a life underwriter to keep 
a check on his work by the year so he 
can see how to improve his income. 

J. E. Clayton, a former president, who 
has been holding meetings on the “Mil- 
lion Dollar Underwriters,” will resume 
his talks Jan. 19 with a discussion on 
“Business Insurance.” In his last talk 
on Feb. 2 he will review “Taxes.” 

At the Feb. 15 luncheon meeting 
Charles J. Zimmerman, president Na- 
tional association, will talk. Mr. Zim- 
merman was formerly general agent in 
Newark for the Connecticut Mutual 
Lite. 

Salt Lake City—J. Reuben Clark, Jr., 
director Equitable Society, former U. S. 
Ambassador to Mexico, spoke. Specially 
invited guests "included Governor Blood, 
Commissioner Neslen and_ President 
Heber J. Grant of the Beneficial Life and 
head of the Mormon church. They gave 
short talks. Mr. Clark was introduced 
by President Carl R. Marcusen of the 
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Pacific National Life. Mr. Clark re- 
peated the talk he gave before the Life 
Presidents Association meeting. 

Baltimore—Lester A. Rosen of the 
Cc. B. Knight agency of the Union Cen- 
tral Life in New York City, youngest 
member of the Million Dollar Round 
Table, spoke this week. 

Minneapolis—‘‘Shores of Opportunity” 
was discussed by Edward Flynn, assist- 
ant to the general counsel Great North- 
ern Railway. President Leighton an- 
nounces that 50 membership applications 
were received in 1939. 

Chicago—Royal F. Munger, financial 
editor Chicago “Daily News,” will speak 
Jan. 23 on “Why Unemployment.” Mrs. 
Ruth Morris, Bruce Parsons agency Mu- 
tual Benefit Life, will discuss “What life 
insurance means to a woman with small 
children.” 

The whole program is part of the 1940 
theme of association topics, “Life Insur- 
ance in Action.” 

The women’s division will elect Feb. 9. 

Miss Blanche Gantzert, Mutual Benefit, 
is now chairman. 
Agents should apprise 
the public of the fact that the federal 
social security act does not completely 
provide for their financial future, Frank 
L. Klingbeil, state manager at Detroit 
for the Prudential ordinary department, 
said. The social security act was de- 
signed not to provide adequate old age 
income or income for a wage-earner'’s 
family after his death but merely to 
provide subsistence. Social security is 
here to stay, although the 40 percent 
of the population affected by the act has 
no way of Knowing how long they will 
be able to work, what wages they will 
receive, or what amendments. will be 
made to the law. Congress passed the 
legislation in the belief that the act 
would provide supplemental or emer- 
gency income rather than full retirement 
compensation, he said. 

Wichita, Kan.—P. B. Turner, Kan- 
sas City general agent Home Life, gave 
a talk on “Mental Attitude—the Common 
Denominator.” On Feb. 1 the association 
holds a joint meeting with the Wichita 
Insurors and for the regular meeting 
Feb. 3, Dan L. Garrett, prominent pro- 
ducer from Ponca City, Okla., is to be 
the speaker. The series of 13 weeks of 


Lansing, Mich.— 
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educational meetings continues on Fri- 


day nights, nearly 100 turning out in a 
blinding snow storm last Friday night, 
when Bert A. Hedges, Business Men’s 
Assurance, was the speaker. Wilbur 


Loveland, Equitable of Iowa, heads a 
committee for the showing of “Yours 
Truly, Ed Graham” which started Jan. 8. 

Boston Louis Behr, Equitable Soci- 
ety, Chicago, will talk on “My Program- 
ming System” Jan. 18. 

San Francisco — The Institute of 
Life Underwriting will open Jan. 30 with 
J. M. Hamill, Equitable Society, speaking 
on “The Job of Selling’ and C. W. Peter- 
son, Phoenix Mutual, on ‘Purposes and 








Uses of Life Insurance.” Thirteen ses- 
sions are to be held running to April 23. 
Clifford Henderson, manager Prudential, 
is in charge of the course. 

George Bowman, New York Life, has 
been elected president of the Quarter 
Million Round Table. H. N. Lyon, Fidel- 
ity Mutual Life, was elected vice-presi- 
dent succeeding Mr. Bowman. Edgar F. 
Marbourg, Mutual Life, was elected sec- 
retary-treasurer, 





Accident and health sales up 8 per- 
eent. Get on bandwagon. Send $1 for six 
months’ subscription to Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 








NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Country Life’‘s New 
Rates Announced 


Country Life of Chicago is distribut- 
ing to its agents its new rate book show- 
ing the changed premium rates on the 
new 3 percent reserve basis and also the 
revised policy options and values since 
the options have been placed on the 
3 percent standard annuitants table. 
Illustrative premium rates on the new 
basis for a number of more popular 
forms are: 


New Participating Rates Per $1,000 


Ord. Pay. Year Year End. Term 
Life Life End. End. at 65 to 65 


Age $ $ $ ie 
20.... 14.59 23.70 44.41 27.37 17.58 10.02 
21.... 14.94 24.12 44.42 27.41 18.08 10.18 
22 15.29 24.55 44.43 27.46 18.62 10.34 
23.... 15.68 25.00 44.45 27.53 19.19 10.53 
24.... 16.08 25.47 44.47 27.61 19.80 10.72 
25 16.50 25.95 44.50 ores 20.44 10.92 
5.§ 45 e ate 21. 
7 2 2 ? 
55.... 52.35 112.20 
56. 55.03 le 
Wie. 57.87 
58... 60.91 
59.... 64.14 
60. 67.59 
61. 71.27 
62 75.20 
63.... 79.39 
64. 83.86 
GS... 88:65 


National, Canada, Continues Scale 


_ The National Life of Canada will con- 
tinue its present dividend scale on all 
premium-paying forms for 1940. Divi- 
dends on fully paid-up forms will be 
reduced through a readjustment of the 
interest factor. Interest on participating 
funds held by the company remains at 
334 percent. 





K. C. Life Raises Annuity Rates 


The Kansas City Life, following the 
lead of other companies, has increased 
rates on single premium annuities and 
1s not now accepting brokerage on these 
forms, No change was made on annual 
Premium deferred annuities. Rates also 
were increased on combination term pol- 
icles: 3-year term plus 17-pay life and 
3-year term with ordinary life. 











Iowa OK's Limited 


War Clause 


DES MOINES—The Iowa depart- 
ment has approved a modified war 
clause which exempts “the ordinary citi- 
zen” from any restriction and applies to 
certain types of classes. 

Approval by the Iowa department 
came after a conference of Iowa life 
company officers with Commissioner 
Fischer and after modifying previously 
submitted riders. 

Three of the Iowa companies sub- 
mitted identical riders which received 
the department’s O.K. The three com- 
panies are Equitable Life, Bankers Life, 
and Central Life. Other Iowa com- 
panies have agreed to submit identical 
war clauses and Mr. Fischer said nego- 
tiations are under way to complete simi- 
lar arrangements with eastern com. 
panies. 

Limitation of Liability 

The Iowa rider limits liability to pre- 
miums paid with interest or covering 
additional hazard by extra premium. 
The rider will be attached only to new 
policies issued to those affiliated with 
military organizations and to foreign 
born male risks who are not naturalized 
citizens and to members of relief or- 
ganizations, pilots and student flyers. 

Mr. Fischer declared that he had in- 
sisted that the “segment of society rep- 
resented by insurance stockholders and 
insurance companies is large enough so 
that it is able to better stand the shock 
of war than any individual.” 

The Iowa commissioner previously 
had opposed any restrictions being 
placed on citizens of this country and 
declared at the national mid-year com- 
missioners meeting last month that he 
believed the life companies should fol- 
low “our boys” in France and not let 
them drift. 

He has maintained that there should 
be no restrictions if the United States 
goes to war and the companies should 
pay any death claims resulting from this 
country’s entanglements. The Iowa 
commissioner, however, indicated that 
if the government provided ample pro- 
tection the circumstances might be dif- 
ferent. 

Until the approval of the Iowa rider, 
Mr. Fischer had sanctioned only one war 
clause which was similar to the Iowa 
clause. The Iowa department reported 
that demands for war clauses had drop- 
ped off almost completely recently. 


Two Forms Available 


The Iowa companies have two clauses. 
A short form limits death benefits to 
return of premium with 3 percent com- 
pound interest (a) in event of the as- 
sured’s death while in any aircraft oper- 
ated for aviation training, naval or mili- 
tary purposes; (b) while serving outside 
the United States and Canada in any 
naval or military service in time of war 
or within six months thereafter from 
war causes; (c) within two years of 
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Competes successfully in net cost and otherwise with 
the best and oldest of the Eastern mutual companies 
in their home territories. More than one-third of its 
new business comes from New York, New Jersey and 
the six New England States. 


Has policies to fit every life insurance need for both 
sexes from date of birth to old age. 


NOTHING BETTER IN LIFE INSURANCE 




















THIS IS 


NO v@kr! 


Ever timely is the tale of the chap 
depressed by his losses in the market 
to whom a solicitous friend offered a 
“few pointers.” To which the unlucky 
investor replied that he was looking for 
retrievers, not pointers. 


Obviously, any life underwriter could 
have accommodated him. 
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causes while traveling 
United States and Canada. 
A longer form provides for full cover- 
age against these three contingencies 
upon payment of extra premium, except 


issue from war 


outside the 


that full coverage cannot be obtained 
under the aviation hazard while outside 
of the United States and Canada. 


A condition of the lowa department 
approval was that the following rider 
be endorsed on the policies: “This addi- 
tional provision shall not be applicable 
unless at the date of issue or reinstate- 
ment of the policy to which it is attached 
the assured shall be (1) a member of 
the army, navy, marine corps or coast 
guard, or (2) a commissioned officer in 
the National Guard or any reserve con- 
nected with the services mentioned in 
(1) above; or (3) an undergraduate of 
West Point or Annapolis academy; or 
(4) an aeroplane pilot or a college stu- 
dent taking an aeronautic course; or (5) 
an individual engaged in the merchant 
marine service; or (6) an individual who 
indicates that he may travel or reside 
outside the continental limits of the 
United States and Canada; or (7) an 
individual who is not a citizen of the 
United States.” 


Flexible Retirement 
Policy Introduced 


Continental American Life announced 
a new policy, retirement insurance at 
age 65, designed to provide the assured, 
starting at age 65, a retirement income 
of $5 per month for men and $4.50 per 
month for women per $1,000 of face 
amount. It is sold in minimum amount 
of $1,000 and is a standard policy with 
values somewhat higher than for life 
paid up at 65. This contract was de- 
signed to make adequate provision both 
for protection and retirement for the av- 
erage man who has an ordinary income. 

It provides four options: a monthly 
annuity for life, 10 years certain, on each 
$1,000; a large cash value of $774 per 
$1,000; a whole life policy requiring no 
further premiums and paying the face 
amount in case of death, and an endow- 
ment policy providing for payment of 
fuli face amount at the end of seven 
years. 


Can Pay Until Age 72 


The policyholder normally will stop 
paying premiums at age 65, when he 
may start the income, but if he chooses, 
he may continue to pay a reduced pre- 
mium of $13.45 per $1,000, regardless of 
age at issue, up to seven years addi- 
tional. At age 72, if he has continued to 
pay this premium, the policy will pay 
him a retirement income 50 percent 
greater than it would have paid at age 
65, or $7.50 per $1,000 per month for 
men and $6.75 for women, or it will ma- 
ture as an endowment for the full face 
amount at age 72 ‘ 

If the policyholder decides to continue 
his policy as regular life insurance under 
option C, he will receive an annual in- 
come of $4.85 per $1,000 in addition to 
regular policy dividends. His _ policy 
then will be on the endowment at 85 
plan. The contract may be issued as 
low as age 10 and up to age 55. 

Continental American recommends 
using the new policy to supplement the 
social security income. 


Colorado Life Enters the 
Family Group Field 


Colorado Life has brought out a fam- 
ily group contract that is known as the 

‘family circle policy.” All members of 
the family may be insured in one policy. 
The insurance is on a 20-year term basis 
and the amount of coverage on each in- 
dividual may be $500 or more. In event 
of death before age 5, graded death ben- 
efits are payable, but after 5 the full in- 
surance is payable. The minimum pol- 
icy issued is $2,000. 

The insurance on any member will be 
considered on a non-medical basis if it 
falls within the usual non-medical limit, 
that is, not more than $3,000 nor over 
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age 45. For an extra premium a rider 
may be inserted providing for waiver of 
premium in event of death of the appli- 
cant who is usually one of the parents. 
Thus in event of the death of the appli- 
cant the insurance on the others be- 
comes paid up for the remainder of the 
term. The insurance on each member 
is convertible on a liberal basas. 


Numerous Changes Made 
Effective by Reliance Life 


Changes made by Reliance Life effec- 
tive Jan. 1 include increased rates, non- 
forfeiture values and maturity values on 
the insurance with life contracts; re- 
duced “income per $100 of annual pre- 
mium for the retirement income policies; 
reduced income under the settlement 
option provisions. The life income op- 
tion is the same as table 65 on page 685 
of the 1939 Little Gem Life Chart, lim- 
ited incomes vary a few cents from ta- 
bles 14 on page 682 and are based on 24% 
percent interest. The interest only 
option also guarantees 2’ percent. 

Retirement 

Income 
Mo. Ine. per $100 
Annl, Prem. 
Attained Age 
Male 60 


Insurance with 
Life Income 
Rates per $1000 








= Piel 
Co 19 2) => ee BS 
® on om cf PE 
oe 6S 2 ee cer 
< 4A 4A <a AD 
$ $ $ $ ] 
10... 18.50 .93 .42 65.39 55.36 
15 21.65 .43 53.69 45.46 
20 25.91 95 43.59 36.91 
25 31.49 78 34.89 2 
30 39.26 42 
35... 50.70 9.63 
40. 68.28 38 
45. 96.75 9.85 
50 154.18 88.48 171.50 5.95 
55 «+» 239.50 a 2.66 


New Great Southem Contract 


Great Southern Life is now issuing 
a new contract, named limited payment 
life with premiums to age 65. The pre- 
mium-paying period ceases at attained 
age 65, the policy maturing as an en- 
dowment at age 90. The cash value at 
age 65 of $689 per $1,000 may be used 
to purchase an annuity as follows: 





10 15 

No Years Years 

Refund Certain Certain 
BERAG. Shseahewuee $5.82 $5.11 $4.46 
a. ae 5.15 4.71 4.24 

Annual premiums “per $1,000 

Age 14 20 30 35 45 55 
$ $ $ $ $ $ 

Prem. 13.26 15.18 20.31 24.43 39.26 81.42 


Club Qualifiers Announced 
by Continental American 


Five Continental American agents are 
members of the President’s Club, a new 
production club started this year. Max 


J. Hancel, general agent in New York, 
is president. The other four are E. c 
Burt and J. G. Shannahan, Baltimore 


H. V. Nathanson, Lauer agency, 
and M. B. Simon, Phila- 
delphia branch. Mr. Burt has been asso- 
ciated with Continental American for 
more than 30 years, and is captain of 
the Old Guard. 

The Minute Men Club was divided 
into the One Fifty Corps and the One 
Hundred Corps. Thirty-eight agents 
qualified for the club, of ‘whom 12 made 
the One Fifty Corps. Members of both 
clubs will be installed at the annual con- 
vention Jan. 19-20. 


branch; 
New York, 


Nye Agency Sweeps Field 

The H. Allen Nye agency of Denver 
topped every agency of the western de- 
partment of Equitable Society, in its six- 


weeks testimonial honoring President 
Thomas I. Parkinson. Members of the 
agency captured 38.8 percent of the 


available honor positions, and scored 175 
percent to par of forwarded applications, 
forwarding a total of 336 applications for 
$1,090,319. 

Graham Espey of Trinidad, Col., led 
the agents in forwarded production with 
25 applications. Mr. Espey went with 





Equitable three days after the beginning 
of the campaign. 





LIFE AGENCY CHANGES 





Hill and Bailey 
Are Promoted 


The Connecticut Mutual Life has an- 
nounced general agency changes in Chi- 
cago and Nashville. James G. Hill, 
Nashville general agent since 1936, has 





JAMES G. HILL 


been transferred to Chicago as general 
agent to succeed the Williamson & 
Wellbeloved agency. Due to the pro- 
longed illness of Sidney Wellbeloved 
and W. W. Williamson’s wish to relin- 
quish the responsibilities of general 
agency work, their partnership, begun 





JOHN E. BAILEY 

in 1927, is being discontinued. Mr. Wil- 
liamson will continue with the agency 
as an associate general agent and will 
devote more time to personal produc- 
tion. 

Mr. Hill, one of the company’s young- 
est general agents and a CLU, entered 
life insurance with the Connecticut Mu- 
tual at Dallas in 1933 as an agent. He 
later went into supervisory work where 
his outstanding record won for him an 
appointment as general agent at Nash- 
ville. 

Under Mr. Hill, the Nashville agency 
in 1939 rose from 36th to 18th in new 
paid business. 

John E. Bailey, who succeeds Mr. 
Hill as general agent at Nashville, is 
also a former member of the Connecti- 
cut Mutual’s Dallas agency. A graduate 
of Washington & Lee University, Mr. 
Bailey entered life insurance in 1929 as 
a personal producer for the Aetna Life. 








In 1939 he went into managerial work, 


joining the ranks of the Connecticut 
Mutual as supervisor at Tyler, Tex. 
His ability to organize and develop new 
territory led to his transfer to Dallas, 
as assistant general agent. 


Simon Assistant Manager of 
Philadelphia Branch Office 


Mahlon B. Simon, well known life in- 
surance man in Philadelphia, became as- 
sistant manager of the Philadelphia 
branch office of Continental American 
Life, associated with Manager Martin 
W. Lammers. 

Mr. Simon, 
in the agency, 


who has been supervisor 
entered life insurance in 
1930 and has made a notable record. He 
is a member of the Leaders Club, and 
is a charter member of the new Presi- 
dent’s Club. He has been consistently 
on the roster of the Minute Men and 
Leaders Club, and is a charter and “‘con- 
struction” member of the Founders 
Club. He has many times led the agency 
in personal production. 

He also qualified for the Old Guard, 
composed of field representatives who 
have had ten years or more of continu- 
ous service with the company. 


Jefferson Standard Makes 
Four Managerial Changes 


Jefferson Standard Life announces 
four managerial appointments. 
J. A. Webster has been appointed 


manager at Savannah. He was formerly 
district manager in High Point, N. C. 

A new branch has been opened in Ma- 
con, Ga., and I. H. Gantt, formerly man- 
ager at Savannah, has been named man- 
ager. 

W. L. Davis has been appointed man- 
ager at Knoxville, Tenn. He was for- 
merly manager at Chattanooga. 

J. L. Hutton has been appointed man- 
ager at Nashville. He was formerly 
manager at Knoxville. 


Franklin Life Names 
New Manager for Colorado 


H. B. Grant, a leading personal pro- 
ducer and a successful Oklahoma agency 
development man, has been appointed 
state manager of Colorado for Franklin 
Life. 

Mr. Grant takes charge of the Denver 
offices in the United States Bank build- 
ing. Trained for the practice of law, Mr. 
Grant entered life insurance 15 years 
ago. His experience ranges from per- 








H. B. GRANT 

sonal writer through several supervisory 
capacities to district manager of Okla- 
homa for New York Life. He has had 
well-rounded experience and he is well 
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acquainted in Colorado, where he owns 
property. : 

In Denver he succeeds Jim 
who has gone with Northwestern 
tional Life. 


Godard, 
Na- 


Travelers Promotions 

W. W. Canner, assistant supervising 
underwriter accident department, 55 
John street N. Y. branch office of the 
Travelers, has been appointed assistant 
manager of the life, accident and group 
department of that branch. 

P. R. Stewart has been promoted to 
assistant manager of the Hartford 
branch office. He is chairman of the 
membership committee of the Hartford 
Life Underwriters Association. 


Hawkins Named at Worcester 

Jack B. 
trict agent in 
Trust Life for 
named general 
Mass. 


Franklin Life Promotions 


At a meeting of the Indiana agency of 
the Franklin Life in Indianapolis, an- 
nouncement was made of the promotions 
of John D. Haynes of Fort Wayne, for- 
merly of Indianapolis, to associate gen- 
eral agent in charge of Fort Wayne, 
and B. W. Swartz to associate general 
agent and supervisor of Indiana territory 
outside of Marion county. 


Hawkins, who has been dis- 
Boston for the Mutual 
three years, has been 
agent at Worcester, 


Boss Goes with Houze Agency 


Charles L. Boss, supervisor of the H. 
G. Swanson general agency New Eng- 
land Mutual Life, Chicago, has resigned 
and has been appointed supervisor by 
W. M. Houze, Chicago general agent 
John Hancock. Mr. Boss will build a 
new unit and develop brokerage busi- 
ness. He has been in life insurance work 
at Chicago for 20 years, mainly with the 
Equitable Society, being cashier at Chi- 
cago, then assistant manager and devel- 
oping a successful unit. Prior to his 


Chicago experience he was cashier of 
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The success ahead of a life in- 
surance salesman depends upon 
five definite things: 










1. Himself 
2. His field 


3. His policy contracts 






4. His contract 





5. His company 
All of these are equally impor- 
tant. If all are good, success 
can be predetermined. 





To the man who possesses the 
right qualifications, we will sup- 
ply the other requisites—the right 
field, the right policies, the right 
contract, the right company. In 
addition we have a plan to assist 
you financially in developing a 
territory. 
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PAUL H. BURKMAN 
The Bankers Life of Iowa has ap- 
pointed Paul H. Burkman manager of 


the Cincinnati agency, succeeding P. B. 
Wallace, resigned. Mr. Burkman has 
been with the Phoenix Mutual’s Cin- 
cinnati agencv since 1926. He is a na- 
tive of Pennsylvania and a world war 
veteran. He graduated from Penn 
State in 1920 and after several years of 
teaching joined the Phoenix Mutual. 








the Equitable at Des Moines. He has 
been with the Swanson agency for eight 
years. 


Summers Gets Canadian Territory 


A considerable territory in Canada, 
including the province of Quebec and 
part of Ontario, has been transferred 
by the New York Life to the northeast- 
ern department in Boston, of which 
Frank B. Summers is manager. 


Kentucky Home Appointments 


Kentucky Home Mutual Life has ap- 
pointed J. J. Britton, 715 First National 


Bank building, Montgomerv, Ala., and 
J. M. Strayer at Toledo as general 
agents. 


Wiggin to Oklahoma 

_Edwin A. Wiggin, home office super- 
visor of the Capitol Life, has been tem- 
porarily placed in charge of the Cowan 


agency, general agent for Oklahoma. 
The arrangement was made to give Sam 
M. Cowan, head of the agency, a leave 
of absence due to ill health. 


Meyer Is Cowles’ Supervisor 

James H. Cowles, general agent Prov- 
ident Mutual Life, Los Angeles, named 
C. J. Meyer supervisor. Mr. Meyer was 
a leading agent for 10 years. He repre- 
sents the agency on the council of the 
Life Underwriters Association of Los 
Angeles. 


Hagstrom Assistant to Challis 


Clarence L. Hagstrom has been ap- 
pointed assistant general agent for Mas- 
sachusetts Mutual Life in the Arthur H. 
Challis agency in Seattle. He has been 
with that agency since 1930. In June, 
1938, he was named agency supervisor. 
He holds the record for the agency in 
continuous weekly production, covering 
a period of more than seven years. He 
is district governor for the Clubs of 
Optimists International for Washington, 
Oregon, Idaho, Montana and western 
Canada. 


Scott Supervising Assistant 


Charles W. Scott of Portland has been 
appointed supervising assistant in the 
Inland Empire agency of the Mutual 
Life of New York in Spokane, Wash. 

P. L. Cochran is agency manager 
there. Mr. Scott will supervise the 
Spokane city agency. 


Brock Promoted in Des Moines 


Edwin R. Brock has been appointed 
assistant general agent of the James E. 
Rutherford agency of the Penn Mutual 
Life in Des Moines. Mr. Brock joined 
the Rutherford agency five years ago 
and has been a member of the quarter 
million club for the last three years. 


Renwick Made Portland Manager 

Erle B. Renwick, 
Phoenix Mutual Life in Portland, 
has been appointed manager there. 


supervisor of the 
Me., 


Leslie S. Williams, formerly Minne- 
apolis general agent of the Pacific Mu- 
tual Life, has joined the Minneapolis 
agency of the Connecticut General Life 
under Manager D. J. Luick. 

R. F. Miller has become general agent 
of the General American Life in Texar- 
kana, Ark. 

E. W. Jones, formerly with the Mid- 
dletown Federal Savings & Loan As- 
sociation, Middletown, O., has resigned 
to become district agent of the Mutual 
3enefit Life. 

J. M. Strayer of Bellevue, O., for- 





merly an agent of the Prudential, has be- 





wane Mutual ee 
in Northwestern Ohio 




















DOUGLAS CUSTIS 


Douglas Custis, supervising assistant 
of the Mutual Life of New York at De- 
troit, has taken his new position as man- 
ager of the Minnesota Mutual Life for 
northwestern Ohio with headquarters at 
1197 Union Commerce Building, Cleve- 
land. He was connected with the Mu- 
tual Life for 22 years. He served as 
district manager at Xenia, O., for eight 
years, then occupied a similar position 
at Dayton, O., and went to Cleveland 
as an agent, serving, in that capacity for 
11 years. He has been supervising as- 
sistant at Detroit for the last two years. 








come a supervisor for the Kentucky 


Home Mutual Life. 


Denied Use of Mails 
COUNCIL BLUFFS, IA. — The use 


of the mails has been denied the Loyal 
Order of American Fellowship of Coun- 
cil Bluffs, one of the five aid societies 
operating in Council Bluffs, despite 
court action to prevent them from 
doing an insurance business. Previously 
the Colonial Benefit Association had 
been denied the use of the mails. Postal 
officials said Colonial Benefit officers 
then formed the new organization, Loyal 
Order of American Fellowship. 
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Trust Officers to Address 
Boston Joint Council 


“What a trust department does to 
earn its fee” will be the topic for discus- 
sion at the meeting of the Boston Life 
Insurance & Trust Council meeting, 
Jan. 16. T. G. Brown, trust officer New 


| 


| confined to the hospital at Madison. 


FieNATIONAL UNDERWRITER 


England Trust Company, and E. M. 
Hallett, assistant vice-president State 
Street Trust Company, will be the 


speakers. 





Walter C. Rhodes, manager for Wis- 


consin of Business Men’s Assurance, is 
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LIBERAL AGENCY CONTRACTS 


The Victory Mutual Life Insurance 
Company Can Offer Liberal Agency 
Contracts to Life Agents of Proven 
Ability, in Illinois, New York, Ohio, 
Indiana and Washington, D. C. Write 
or Call for Agency Information. Vic- 
tory Mutual Life Insurance Company, 
2303 - 7th Avenue, New York City. 














CONVENTION YEAR BOOK 

The Convention Year Books Company, 
123 William street, New York City, has 
issued the 1939 edition, “Convention 
Year Book” giving the best sales talks, 
field experiences, etc., coming out of the 
conventions last year. Some _ extracts 
are given from addresses, among others, 
by President James A. Fulton, Home 
Life, N. Y.; J. Harry Wood, John Han- 
cock Mutual; J. Hawley Wilson, Okla- 
homa City; Osborne Bethea, New York 
City; John D. Moynahan, Chicago; 
James H. Eteson, State Mutual Life; 
Karl Madden, Davenport, Ia.; Lorraine 
L. Blair, Chicago; B. J. Perry, Massa- 
chusetts Mutual; Isaac S. Kibrick, Bos- 
ton; L. Mortimer Buckley, Chicago; 
Harry T. Wright, Chicago; C. Preston 
Dawson, New York City. The book 
sells for $3. 





HOST TO AGENTS’ WIVES 


Manager H. W. Kee of the Mutual 
Life in Brooklyn was host at a luncheon 
for the wives of his full time agents, the 
theme being how a wife can help her 
husband. Mr. Kee discussed the value 
of the wife’s role pointing out that she 
has more influence on the agent than 
any manager can hope to have. 

“He needs your support,” said Mr. 
Kee, “so be optimistic, build up his 
ego and let him know when he has done 
a good job.” Mr. Kee also mentioned 
the ways in which a wife can help, such 
as budgeting and saving, the value of 
social contacts, creating the impression 
that the husband has a profession which 
the wife is proud of, knowledge of the 
insurance vocabulary, and the like. 

S. D. Bonner, agency organizer and 
Mrs. Morris Largeman, whose husband 
is a million dollar producer, enumer- 
ated some of the methods by which a 
wife can help her husband. 


SCROLL FOR PARKINSON 


The business council of the Greater 
New York Fund has presented to 
Thomas I. Parkinson, who served as 
chairman of the 1939 campaign, a scroll, 
expressing the thanks of the group “for 
his brilliant and self sacrificing leader- 
ship, his energy and indomitable courage 
and his unremitting zeal for the cause 
of the Greater New York Fund.” 





KNIGHT AGENCY LEADER 


By paying for $21,003,556 in 1939, the 
C. B. Knight agency of the Union Cen- 
tral led all other New York agencies, 
its nearest rivals paying for $15,000,000 
and $13,600,000. The Knight agency 
also gained over its 1938 business more 
than 16 per cent, the total for that year 
being $18,246,225. New life business in- 
creased more than 20 percent over 1938. 
In celebration of the agency’s 25th an- 
niversary, a production campaign in 
January and February produced more 
than $5,000,000. An almost equally fast 
pace was maintained throughout the 
entire year. 

TO GET OUT SECOND PICTURE 

Production work on the second mo- 
tion picture to be produced by the In- 
stitute of Life Insurance, to be titled 
“American Portrait,” was started this 
week. H. J. Johnson, president of the 
Institute, announced that casting is now 
under way and shooting will probably 
be started before the week is out. Fred 
Fidler, of the J. Walter Thompson 
Company, is in Hollywood, supervising 
the work. Production will be in the Hal 
Roach Studios in Culver City, Cali- 
— by Wilding Picture Productions, 

nc. 

“American Portrait,” a three-reel film 
keyed to the story of the life agent, is 
scheduled for release on March 18 and 
distribution will be handled through lo- 
cal associations and general agents of 
institute member companies, in the same 
manner as for “Yours Truly, Ed Gra- 
ham,” the first Institute film, which is 
now so widely in demand. 
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Haas Becomes Brooklyn 
Manager of Knight Agency 

















HAAS 


CARL E. 

Carl E. Haas, for nine years in life 
insurance in New York City, well 
known through his participation in asso- 
ciation affairs and his contributions to 
sales congresses and training programs, 
has been appointed Brooklyn manager 
of the Charles B. Knight Agency of the 
Union Central Life, at 26 Court street. 
He has been assistant manager in the 
Brooklyn office of the Mutual Benefit 
since November, 1938. Before that he 
was educational director in the W. H. 
Kee agency, Mutual Life of New York, 
in Brooklyn. 

Mr. Haas started in the business in 
1930 as an agent of the Equitable 
Society, working in the same office with 
his father, Max Haas, now district man- 
ager for the Kee agency of the Mutual 
Life in Jamaica, L. I. When his father 
went with Mr. Kee, Carl Haas also 
made the change, becoming one of the 
leading producers in that organization. 
He received his C.L.U. designation in 
1938. That year he was elected presi- 
dent of the Life Supervisors Association 
of Brooklyn, of which he was one of 
the organizers. In October, 1938, he 
was appointed assistant manager for the 
Mutual Benefit in the office of Maj. R. 
F. Migdalski, now manager in Brook- 
lyn under the new Mutual Benefit setup. 

Mr. Haas has been particularly active 
in affairs of the Life Underwriters As- 
sociation of New York City and is 
now co-chairman of its education com- 
mittee. 

As manager for the Knight agency 
in Brooklyn, Mr. Haas succeeds R. F. 
Pennell, who has been appointed man- 
ager of a new territory covering Suf- 
folk and Nassau counties. 

Mr. Pennell has been with the Union 
Central more than 20 years and before 
that was at the home office of the Pru- 
dential. 





Travelers’ Option Related 
to Social Security Plan 


A new type of settlement option or 
trust agreement offered by Travelers 
provides an income to the beneficiary 
beginning at date of death and ceasing 
on the anniversary of such death near- 
est the 66th birthday of the beneficiary. 
In event of the beneficiary’s death after 
the income begins but prior to age 66, 
the unpaid balance of the original sum 
is paid in cash to a designated sec- 
ondary beneficiary. 

This plan can be used to insure an 
income to the wife of an individual who 
is insured under the federal social se- 
curity act, until she reaches the age 
when her social security income is to 
begin. 
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N. F. C. Meet Feb. 20 
to Study Code 


An open meeting of the National Fra- 
ternal Congress executive committee has 
been called for the morning of Feb. 20 
in Chicago just preceding the meeting 
of the N.F.C. sections Feb. 21-22, the 
purpose being to consider comments and 
suggestions which have been made rela- 
tive to the draft of the proposed uni- 
form fraternal code sent recently to 
member societies for consideration. The 
call went out in a letter from Miss Fran- 
ces D. Partridge, secretary Woman’s 
Benefit and N.F.C. president. 

It is the hope that the code will be 
whipped into shape so that it can be 
approved by the executive committee at 
the Chicago mid-winter meeting, as it 
is planned to submit it to the National 
Association of Insurance Commissioners 
at that organization’s meeting in June. 

Societies were required to file their 
criticisms and suggestions of the pro- 
posed draft by Jan. 15. They also will 
have opportunity to make an oral pres- 
entation at the Chicago meeting, supple- 
menting their written comments. Socie- 
ties were asked by Miss Partridge to 
indicate whether they desired to be 
heard and who would be their represent- 
atives. The discussions probably will be 
limited to presidents, secretaries and 
general counsel of societies. 

The meeting will be held at the Mor- 
rison Hotel, which will be the N.F.C. 
headquarters. 





Lynn with Maccabees in Newark 


Thomas A. Lynn, who has been with 
the Metropolitan Life in various capac- 
ities, has gone with C. H. Kettenhofen, 
New Jersey state manager of the Mac- 
cabees, with headquarters in Newark, 


WOODMEN oF THE WORLD 
LIFE INSURANCE SOCIETY 


Its investments of more than $129,- 
000,000 are largely in Government, 
State and Municipal Bonds. 


It has paid to beneficiaries over 
$266,000,000, and to living members 
over $51,000,000. 











It values all of its outstanding busi- 
ness on the American Experience 
Table and 3%, and for each $100 
of reserve and current liability it 
has assets on hand of the value of 
$114.92. 

: @ 


Through prosperity and depression, 
war and epidemic, its financial 
strength has paralleled its record 
of insurance and fraternal service. 


It maintains at San Antonio, Texas, 
an endowed free hospital for mem- 
bers who suffer with tuberculosis. 
This institution is on the accredited 
list of the American College of 
Surgeons. 

@ 


Founded in 1890, the Society is this 
year celebrating its 50th Anniver- 
sary with a great nation-wide cam- 
paign for new members. 











to assist in developing business in the 
state. He was at one time with the or- 
ganization which he has again joined 
and is well known in fraternal insurance 
circles. 


Aid Association Chief Gives 
Figures for Last Year 


Aid Association for Lutherans made 
great gains last year, Alex O. Benz, 
president, stated in his annual report. 
Assets increased $3,784,117 in the fiscal 
year to $31,616,371 as of Oct. 1, a record 
advance. New business totaled $17,622,- 
200 (there being 10,776 adult certificates 
for $12,926,125 and 5,637 juvenile certifi- 
cates for $4,696,075) and on the calendar 
year basis, he said, will show increase 
over 1938. Insurance in force at the end 
of 1939 totaled $197,255,732, compared 
to $187,282,180 on Dec. 31, 1938. 

Actual mortality was 35.57 percent of 

expected, an increase of 1.79 over 1938. 
Lapse rate in the adult department was 
3.9 percent; juvenile 4.6 percent, or com- 
bined 4.25 percent. Reserve withdraw- 
als totaled $134,712, a decrease. Cash 
disbursements for certificate loans in- 
creased from $776,648 in 1938 to $811,- 
639 in the last fiscal year. 
_ Investments continued the most press- 
ing problem, President Benz commented. 
Yet a comparatively good return was 
secured, probably better than in 1938. 
Total interest earnings were $1,292,697, 
against $1,153,772 the previous year. De- 
— interest became less of a prob- 
em. 

Total benefits paid for sickness and 
accident disability were $69,008. There 
was a substantial reduction in defaulted 
bonds and mortgages. “The investment 
portfolio,” Mr. Benz said, “in my opin- 
10n compares most favorably with that 
of any other first class life insurance 
organization.” 

The report of Treasurer W. H. 
Zuehlke showed $291,662 cash at the 
end of the fiscal year, $11,586,921 real 
estate first mortgages, $16,312,150 bonds, 
certificate loans $2,326,689. 








Inaugurate Vacation Campaign 


A vacation campaign in which field 
representatives will be able by submit- 
ting certain minimum production to pay 
for selected vacation trips, was started 
Jan. 1 by the Maccabees. The trips will 
be to six divisional conferences, at Ashe- 
ville, N. C., July 12-13; Chatham Home, 
Pa., July 15-16; Mackinac Island, Mich., 
July 19-20; Hot Springs, Ark., July 22- 
23; Rapid City, S. D., July 25-26, and 
Yosemite, July 30-31. In addition to the 
trips, cash bonuses will be paid to all 
trip winners maintaining in the last half 
of 1940 a persistency of 80 percent of 
their business placed in the first half of 
the year. 


Matures Policy at Age 96 


Another life insurance policyholder 
has outlived his expectancy under Amer- 
ican Experience table of mortality and 
matured his ordinary life policy. He is 
Devalois Stevens, policyholder of the 
Maccabees at Wasco, Ill. A special cere- 
mony was held at a meeting of the Chi- 
cago hive. He is the third member of 
Maccabees to attain age 96 and receive 
his endowment. Charles Sherwood of 
Clarkston, Mich., became 96 in 1933 and 
Annie Gilbert, Filion, Mich., in 1937. 
Both since have died. 


Retired Field Manager Dies 

Rev. Carl E. Panke, 55, field manager 
for the Baptist Life Association from 
1929 to 1936, died at his home in Buf- 





falo. He retired as field manager three 
years ago because of illness. 





Otto R. Werkmeister, Milwaukee 
fraternal insurance leader, has an- 
nounced his candidacy for the nomina- 
tion as mayor of Milwaukee. He has 
been a high state and city official and 
member of the national board of audi- 
tors, of the Modern Woodmen of Amer- 
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A Legal Reserve Fraternal Benefit Society 
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MANAGERS 


Ottawa, Ont., Managers Elect 


At the annual meeting of the Life 
Managers Bureau of Ottawa, Ont., these 
officers were elected: President, J. A. 
Collins, North American: Life; vice- 
president, H. A. Bruce, Imperial Life; 
secretary-treasurer, A. deL. Panett, 
Great-West Life; directors, J. J. Farmer, 
Confederation Life; J. H. Bruck, Stand- 
ard Life; H. F. Grahame, Crown Life. 


Discuss Social Security 

The Des Moines General Agents & 
Managers Club discussed social security 
and important National association af- 
fairs. Grady V. Fort, Equitable Life of 
Iowa general agent, presided. 











Honor Denver Veterans 

DENVER — P. H. Showalter, Pru- 
dential superintendent here who is re- 
tiring after 50 years of service, and four 
other life insurance men who have com- 
pleted 50 years of service were honored 
at a special luncheon of the Life Agency 





Managers Association. Mr. Showalter 
was the only one of the five men who 
completed his 50-year service period in 
an active capacity as superintendent or 
manager. The other four men honored 
at the luncheon were: Harry Hunsaker, 
Travelers, former manager; A. E. Liver- 
man, former Home Life of New York 
general agent; Meyer Harrison, former 
general agent Penn Mutual, and Senator 
W. W. Booth, Equitable Society, now 
engaged mainly in personal production 
but still bearing the title of general 
agent. 





Kernodle Speaks in Chicago 


At a meeting of the Life Agency Su- 


pervisors Club of Chicago Oliver P. 
Kernodle, Chicago manager Phoenix 
Mutual, discussed recruiting. In select- 


ing men Mr. Kernodle seeks to secure 
men who have been successful in other 
lines of business. 





Pittsburgh Supervisors Meet Jan. 16 

PITTSBURGH — A. C. Fox, dis- 
trict manager Fuller Brush Company, 
will speak on “The Recruiting and 
Training of Salesmen” at the meeting of 
the Pittsburgh Supervisors Club Jan. 16. 





W. L. Brooks ‘39 Leader 


W. L. Brooks, manager at Charlotte, 
N. C., is the leading producer for Jef- 
ferson Standard Life for 1939, having in 
excess of $800,000 in new paid sales for 
the year. Mr. Brooks also devoted 
much of his time to his agency. Much 
new man-power was added during the 
year, and the entire agency paid for 
$3,600,000. 
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If it is LEGAL RESERVE, the strength is 


Pays Seventeen Different Ways 





Gleaner Life Insurance Society 
Detroit, Mich. 


Founded 1894 


Legal Reserve Life Insurance for men. women and children from 
birth to age 65. Operating in Michigan, Ohio, Indiana & Illinois. 





R. M. Norrington, Field Supt. 











PROTECTED HOME CIRCLE 


SHARON, PA. 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 








S.H. HADLEY Supreme President 








Port Huron, Michigan 





SHARON, PA. 


L. D. LININGER, Supreme Secretary 























22 





HeNATIONAL UNDERWRITER 


January 12, 1940 








First Year Results 
of Savings Bank Plan 





(CONTINUED FROM PAGE 1) 


paid up at 65, $1.10; endowment at age 
65, $1.19; 20-pay life, $1.17; 20-year en- 
dowment, $1.32, 5-year renewable term, 
$1.19, 

On Sunday Lieutenant-Governor 
Charles Poletti spoke at considerable 
length on savings bank life insurance 
over station WMCA, New York City. 
He expressed the hope that many more 
banks would go into the system to meet 
what he termed the growing public de- 
mand for this type of insurance. 


No Criticism Intended 


“The cost of doing business has pre- 
vented the insurance companies from 
offering insurance at a price low enough 
to permit many wage earners to take 
advantage of it,” said Mr. Poletti. “That 
is no criticism of the insurance com- 
panies. I do not intend it as such. It 
is simply a_ factual situation all fair- 
minded persons recognize. But since 
this was a matter of deep significance 
to many hundreds of thousands of wage 
earners throughout the state, it was up 
to a democratic government to devise a 
method of making low-cost insurance 
easily available. The state government 
accepted the challenge. Savings bank 


life insurance is the answer. To bring 
insurance to the man of slender means, 
the legislature of 1938 enacted a law to 
permit savings banks to issue life in- 
surance policies. 

“Because of years of experience in the 
careful investment of funds and in low- 
cost operation, savings banks were 
chosen as the best institutions to issue 
low-cost life insurance policies. Each 
sets up an independent insurance sys- 


tem. Each contributes 4 percent of 
every premium to a_ statewide fund 
which guarantees every policy. The 


guaranty is in addition to the safety af- 
forded by legal reserves and carefully 
restricted investments.’ 





Some Interesting Trends 
in Life Insurance Viewed 
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are a few years of rest and freedom 
from governmental experiment, high 
spending, increasing taxation and attack 
on capital. 


DISPOSITION OF REAL ESTATE 


One of the engrossing subjects before 
life company officials is the handling and 
disposition of real estate that has come 
into their possession through process of 
foreclosure. In days gone by farm 
mortgages were regarded as the best 
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the assets of quality. Many companies 
allowed their preference for these se- 
curities to go too far and there was too 
high a percentage of this particular class 
as the results afterward showed. As a 
consequence of the financial and eco- 
nomic cataclysm borrowers were not 
able to pay their interest and hence the 
taxes and delinquent interest accrued. 
Foreclosures became necessary. In this 
way companies found themselves in the 
property management business, It was 
necesary to set up adequate machinery 
to handle farms, large city property, 
city residences, etc. 


No Spurt in Real Estate 


There has been no noticeable spurt in 
real estate and companies naturally did 
not want to take any greater loss than 
was necessary. Hence considerable 
money has been spent in rehabilitating 
properties and getting them in more sat- 
isfactory shape. 

In a few states there has been a more 
militant attitude seen on part of insur- 
ance departments. Commissioner Fischer 
of Iowa, for example, has been insist- 
ent that companies start to get rid of 
their farms. He has been very out- 
spoken in this regard and the result has 
been a number of farms have been dis- 
posed of. Commissioner Emery at the 
meeting of the committee on appraisals 
of the National Association of Insur- 
ance Commissioners, at its mid-year 
meeting, also expressed the view that he 
intended to order companies to get rid 
of real estate after they had held it for 
five years. 


Real Problem for Companies 


Company officials realize that they 
have a real problem before them. They 
have conditions confronting them that 
have to be worked out gradually. Prob- 
ably most companies would agree that 
it is useless to hold on to property 
where there is not the slightest chance 
of an increase in value and that nothing 
is gained by holding the property. How- 
ever, where there is a chance for ad- 





vance in price, companies do not relish 
being forced to make a sacrifice. Un- 
doubtedly some companies have taken 
advantage of the situation and have 
capitalized delinquent interest and taxes 
too much, thus adding to the value that 
they are carrying in their portfolios. 

Commissioner Harrington of Massa- 
chusetts at the appraisal meeting con- 
tended that there should be some sim- 
ple uniform plan for valuing real es- 
tate. In the discussion it was brought 
out that the local conditions vary to so 
great an extent that the same rule ap- 
plied in Massachusetts might be en- 
tirely out of line in Texas. These dif- 
ferences are so striking that an attempt 
to work out any sort of detailed formula 
for valuation would be a mistake. 


Should Work with Companies 


It would seem that the wisest course 
would be for the commissioners to work 
with the companies with a view of grad- 
ually disposing of property but under 
terms that would not call for an un- 
necessary sacrifice. If all the commis- 
sioners started to force companies to 
sell their farm property, for instance, 
there would be a national panic. Al- 
ready in Iowa the market has been de- 
pressed because of the forced sales. 
This is a very ticklish question. There 
should be some requirement whereby 
values would not be increased artificially. 
There should not be the loophole given 
for companies to expand values beyond 
the normal point. However to force a 
lot of farm property on the market 
would, in the opinion of company offi- 
cials, court disaster. 





Map Insurance Bar Program 


The insurance section council of the 
American Bar Association held a meet- 
ing in Chicago Monday to discuss 
the program for the annual session of 
the section in Philadelphia the week 
of Sept. 9. 
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men of affairs naturally stop at 
the Windsor because of its repu- 
tation for dignified comfort and 
courteous 
its convenient location—and be- 
cause the Windsor is recognized 
as the proper place for business 
and social meetings. 
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Material Brought Out in Three 
Minute Talks at Meeting 


A rich source of sales pointers was a 
series of three-minute talks by 10 agents 
at the Northwestern Mutual eastern 
convention at New York. L. A. 
Stewart, Utica, was absent but his talk 
was read by Fred Ramsey of the same 
agency. Mr. Stewart held that a quota 
is necessary in order to provide a day- 
to day yardstick of performance. 

Hugo Hurrelbrinck, Baltimore, said 
that he makes his policyholders pros- 
pect conscious so that they are working 
with him on his prospecting problem. 
He sent out 50 letters explaining the 
prospecting problem to his clients and 
from these alone he has received close 
to 400 prospects. 


Sends Out Letters 


W. S. Pratt, Hartford, said that in 
long range prospecting the 15 members 
of the Dorr agency, of which he is a 
member, send out 3,000 letters on each 
bi-monthly mailing date in an attempt to 
cultivate men in their twenties and 
early thirties who are on their way to 
success. It has been shown, he said, 
that men buy life insurance from five 
to eight times during their life so that 
if the agent can keep his name before 
him it makes it that much easier to buy 
from him. Mr. Pratt stressed the sim- 
plicity of the system. The letters are 
written by General Agent Glenn Dorr, 
each agent’s letters bear his own fac- 
simile signature and there is a business 
reply envelope. Mailings are made au- 
tomatically by the printer every other 
month and total cost is 3% cents for 
each letter including printing and post- 
age. Mr. Pratt said he had found the 
system a real prestige builder. 

C. E. Rosch, Baltimore, makes his 
fact-finding interview approach on the 
basis that he is not there to sell life 
insurance but to discuss what the pros- 
pect already owns. He tells the pros- 
pect that he finds most men are so busy 
in the conduct of their business that 75 
percent haven’t taken advantage of the 
increased benefit provision of their pol- 
icy and 60 percent have not made use 
of the common disaster provision. He 
then goes on to explain that taking out 
life insurance is in many respects like 
building a home, that bricks and other 
material cannot be called a home until 
they are assembled in accordance with 
a Cefinite plan. 


Educational Approach 


J. W. Brooks, Syracuse, advised sell- 
ing family income insurance as the solu- 
tion to the educational insurance prob- 
lem. The larger income that it pro- 
vides is much more attractive than the 
2% percent that the principal amount 
would produce at interest, while by en- 
dorsement the principal may be made 
payable contingent on evidence that the 
boy or girl is enrolled in college. An- 
other advantage is that the term portion 
can be converted within the specified 
period so that the insured has an op- 
tion for 10 years on permanent life in- 
surance whether he might be insurable 
or not. 

F. A. Cowan, Brooklyn, said that 
when the prospect can be shown a need 
on the first call the call becomes an in- 
terview and there is a chance to make 
the interview into a sale. He said that 
cold canvass cannot be warmed up un- 
less there are some warm rays of self- 
interest. 

H. W. Renner, Newark, said that in 
the 183 days of his life insurance ca- 
reer every man he had spoken to wanted 








to talk the matter over with his wife. 
He bases his plea on the prospect’s 
avoiding putting the wife in the em- 
barrassing position of having to ask for 
the protection to which she is mani- 
festly entitled. 

A. M. Otterbourg, New York City, 
quoted a letter from P. H. Evans, vice- 
president and actuary, showing the 
higher cost of term insurance. Mr. Ot- 
terbourg advised in general to sell the 
merchandise and don’t worry about 
competition. 


Options Conserve Business 


S. A. Borchardt, New York City, said 
that since business on options tends to 
stick much better than lump sum cases, 
he impresses the prospect with the im- 
portance of putting the policy under an 
optional mode of settlement. When the 
insurance is for a specific purpose the 
insured is much less willing to let it go. 

E. D. Haseltine, Jr., Bradford, Mass., 
said that the 1940 approach calls for 
emphasis on social security. The pros- 
pect is usually a little unhappy about 
the lack of social security income from 
the time his youngest child would be 
18 to the time his widow would be 65, 
Mr. Haseltine said. He gets the pros- 
pect committed to the amount of mini- 
mum monthly income his family would 
need and later works out the proceeds 
of his present insurance, bringing the 
material back at a second interview. The 
social security angle, he pointed out, 
gives the agent a logical opportunity to 
ask for names and dates of births of all 
members of the family entirely without 
reference to insurance. 


Business Insurance Speakers 


One of two speakers on business in- 
surance, Prof. L. J. Ackerman, Univer- 
sity of Newark, stressed the opportuni- 
ties in the field of small business. These 
he said are less able to withstand the 





loss of a valuable executive than the 
larger firms. 

“Therefore the small business man 
not only offers a fertile sales field for 
us but also if we conceive of life un- 
derwriting as a profession it becomes a 
social duty to apply your skill to the 
preservation of these small units of 
business values,” he said. 

As to sales possibilities, Professor 
Ackerman said that a prominent 
agent has estimated that two to five 
times as much business can be done on 
a business insurance approach than by 
concentrating on personal insurance. 


War Is Stimulus 


“The present war situation has given 
a tremendous impetus to business in- 
surance,” said Professor Ackerman. “If 
we go to war the human replacement 
problem in business becomes acute. 
Fortunes invested in personnel training 
for executives may be liquidated over- 
night by the conflagration of war. Now 
is the time to hedge against this pos- 
sibility. Once war should be declared 
the needed protection may be too costly 
or may be unobtainable. 

“Tf we stay out of war America will 
become one of the main sources of 
the world’s supply of goods. This 
means increased inventories, expansion 
of plant and equipment, increased bank 
loans. All this investment must be 
turned into profits through the efforts 
of management. And management be- 
comes a more priceless asset than ever 
before and must be protected.” 

Finally, he said, the kaleidoscopic 
changes occurring in the insurance 
business make it impossible to predict 
the form that it will assume tomorrow. 
Hence, business insurance may be a 
vitally necessary part of the sales kit if 
one’s production is to be maintained. 

K. G. Allen, New York City, who has 
been very successful in selling business 
insurance said that business men seem 
glad to talk about protecting their 
businesses, that it is surprising how lit- 
tle talking need be done. Nevertheless, 
the agent must know the subject thor- 
oughly in order to be able to present it 
simply. 


Chicagoan Leads His Office, 
Company in December 





Thomas D. Harvey of the Samuel 
Heifetz agency of Mutual Life of New 
York in Chicago 
led that company’s 
agents countrywide 
in December on a 
paid basis and was 
the leading agent 
of 1939 in the Hei- 
fetz office. He is a 
member of the Mil- 
lion Dollar Round 
Table. Mr. Harvey 
is a protege of 
Clay Hamlin, gen- 
eral agent of Mu- 
tual Benefit at Buf- 
falo and one of 
the outstanding big 
producers of all time. Mr. Harvey left 
Buffalo to go to Chicago in 1937 where 
he joined Mr. Heifetz. In a little over 
two years he has established himself 
there as an outstanding underwriter, 
dealing especially with some of the most 
prominent business and_ professional 
men. Much of his success is due to his 
definiteness of purpose and enthusiasm 
for his work. 





T. D. Harvey 














Sis Hoffman, $1,000,000 Agent, 
Has Skillful Technique 


CINCINNATI—Center of influence 
and endless chain prospecting have 
worked successfully for Sis Hoffman, 
leading Union Central producer, who 
has the distinctions of being the first 
of her sex to lead a major company and 
to pay for $1,074,000 for her second 
million dollar year. Mrs. Hoffman 
works almost exclusively among mem- 
bers of her own sex and uses a tax ap- 
proach, which she has found as effective 
among women as it has been among 
men with large estates. 

Women with considerable property 
subject their estates to the same large 
administration expenses and inheritance 
taxes as men at death. Mrs. Hoffman 
has found that women whose husbands 
have died recently have had first hand 
experience with the tremendous slices of 
the estate taken for administration and 
by the government and are ready to lis- 
ten to a plan which conserves the as- 
sets and makes it possible for the es- 
tate to be kept in as liquid a condition 
as possible. Mrs. Hoffman asks whether 
the prospect is going to give her estate 
to her children or to the government. 

To buy an ordinary life single pre- 
mium policy requires a large cash out- 
lay and necessitates the disposal of a 
considerable amount of securities at a 





loss, in most cases. Mrs. Hoffman sug- 
gests that a straight life policy be pur- 
chased, converting it to a single premium 
policy in a five year period, which obvi- 
ates the necessity for a sacrifice sale of 
securities. “Give me $4,000 today and 
I will put a $100,000 policy in force for 
you,” Mrs. Hoffman tells her prospects. 
In order to compensate for the reduced 
income resulting from the purchase of 
a life insurance policy, Mrs. Hoffman 
recommends the purchase of a single 
premium life annuity to make up the 
difference in income, even if it gives 
only $1,500 income annually. 

Mrs. Hoffman does not pretend to be 
a tax expert. She is familiar with gen- 
eral tax matters and keeps up with im- 
portant decisions such as in the Bailey 
case, but if she is unable to answer a 
question, she answers frankly that she 
doen’t know, but will find out. A male 
assured, who has purchased several large 
policies from Mrs. Hoffman, told her 
that the reason he was buying his in- 
surances from her was because of that 
frankness, and he was disgusted with 
agents who gave him a glib answer on 
a tax question which he asked that he 
later found was not quite correct. 

Mrs. Hoffman prepares her own pro- 
grams. In showing a prospect the large 





amount taken by the government for 
inheritance taxes, she gives the prospect 
a list of various sized estates ranging 
from the smallest to the largest and the 
amount of tax levied on each. A pros- 
pect’s eye will glance down the list 
and her actions will give the agent an 
inkling of the size of policy in which 
she is likely to be interested. Mrs. 
Hoffman usually gets a credit report 
before she talks to the prospect, but 
these are not entirely reliable. She at- 
tempts to close on the first interview. 
Mrs. Hoffman never calls without mak- 
ing an appointment. Usually, Mrs. 
Hoffman arranges to have a mutual 
friend call the prospect, if Mrs. Hoff- 
man does not know her, and ask the 
prospect to see Sis Hoffman and ex- 
plain what she has done for the person 
who is calling. 

Mrs. Hoffman finds that her assured 
are appreciative of what she has done 
and she does not accept social engage- 
ments because they do not leave her 
sufficient time to do her work properly. 

Women buy life insurance for two 
reasons, Mrs. Hoffman said, first, to pro- 
tect their own future, and secondly—pro- 
tect their estate. 

Mrs. Hoffman believ es that an agent 
should not become a nuisance, and after 
she has seen a prospect w ithout success 
and outlined the situation, she does not 
continue to pester her. She believes that 
life insurance solves many problems for 
women who have considerable property 
and is sincerely desirous of helping her 
pene and prospects solve those prob- 
ems. 

Mrs. Hoffman said that her goal this 
year was to qualify for life membership 
in the million dollar round table, which 
she will do if she has another million 
dollar year. 

In writing 37 lives last year, Mrs. 
Hoffman averaged nearly $30,000 per 
case. Her business was well distrib- 
uted, since her largest case was $100,000. 


L. H. Stern a Millionaire 


Lawrence H. Stern, of the Connolly 
agency of the Penn Mutual Life, St. 
Louis, has been notified by Henry Mos- 
ler, chairman, that he has qualified for 
the Million Dollar Round Table. Mr. 
Stern has been a consecutive member of 
the Penn Mutual Life’s “Leaders Club” 
for 74 months. . Membership requires a 
monthly minimum of $20,000 of paid 
business. 
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No Cause for Alarm 
in Federal Activity 





(CONTINUED FROM PAGE 1) 


about the government going into life in- 
surance and about government annuities 
and the elimination of the agent from 
the life insurance picture. If life insur- 
ance serves a major social and economic 
purpose, if it is good for the people and 
for the country that this service be ex- 
panded as widely as possible, then we 
aren’t going to let the agent out of the 
life insurance picture. 


Won’t Stampede Legislators 


“When we get back to the recognition 
of the fact that 7 percent of the popula- 
tion of the world is in the United States 
and 70 percent of all life insurance is in 
force in America, you will have a hard 
time, in my judgment, in convincing 
thoughtful men—and however much we 
may damn them there is a majority of 
conscientious thoughtful men among our 
legislators—that the agent should be 





eliminated from American life insur- 
ance.” 

Touching on the Wagner proposal for 
the sale of government annuities at al- 
leged savings of 30 percent, Mr. Cleary 
said it is not necessary to be an actuary 


|; to recognize that any such saving is “a 


lot of bunk.” He said that instead of 30 
percent savings there wouldn't be a 
nickel saving unless the government de- 
cides to tax the citizens generally for 
the benefit of the annuity purchaser who 
buys his contract at the postoffice win- 
dow. 

Mr. Cleary said that while much has 
been heard about the government sup- 
plying life insurance, the Wisconsin state 
life insurance fund, established 29 years 
ago and subsidized by the state has ac- 
cumulated “the substantial figure of $2,- 
000,000” in force. 

“Let’s not lose our heads,” he urged. 
“The kind of people you have been sell- 
ing and hope to sell aren’t going to dash 
into the public offices any more than 
they dash into your offices. Even a cut- 
price tag won't bring them. We've dem- 
onstrated that more than once.” 

Mr. Cleary said that general business 
conditions are better and that it is well 





known that life insurance sales follow 
general business but lag behind either in 
a recovery or in a slump.That process is 
in motion now, he said, and sales. of 
life insurance are gathering momentum. 
He said that for the Northwestern De- 
cember was the best month of the year 
except January, which month reflected 
the tremendous business resulting from 
changes in contract provisions. The op- 
portunity is now greater than for any 
time in the last 18 months, he said. 


People’s Morale Better 


Commenting on a change in the mor- 
ale of the people, Mr. Cleary said that 
the ambition of the red-blooded Ameri- 
can is to provide for himself and for 
those dependent on him, to have the 
satisfaction that comes from achieve- 
ment and to preserve the financial inde- 
pendence that is necessary to personal 
independence. There is more of that 
spirit today than at any time during the 
last five or six years, he said, urging 
his hearers to take advantage of the op- 
portunity of 1940. 

Discussing the Northwestern’s opera- 
tions, Mr. Cleary said that for the first 
11 months the company had a mortality 
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of 51.75 percent as against 57.49 percent 
for the same period in 1938. The com- 
pany holds less in government bonds 
not because of any lack of confidence but 
because other available securities pay a 
better return, he said. The only de- 
faults inthe entire bond portfolio were 
in connection with railroad reorganiza- 
tions and the province of Alberta, Can- 
ada. There was nota single case of de- 
fault in interest or principal on bonds 
during 1939 and of the bonds in default 
at the beginning of the year 19 percent 
of interest accrued was paid during the 
year. 

Farm mortgage troubles, Mr. Cleary 
said, have been substantially liquidated, 
the ‘only foreclosures coming in during 
the last few years being those of the 
years 1933-35 which were held up be- 
cause of moratorium laws or by litiga- 
tion. He remarked that the company is 
getting some good farm mortgage in- 
vestments. He said that 336 farm sales 
during the first 11 months were made 
and showed a substantial profit over 
asset value and that there is no reason 
to expect an ultimate loss on the basis of 
the asset value at which the farms are 
carried. Farm real estate, he said, 
shows a decrease in number and amount 
and while city properties show an in- 
crease this is mainly on account of the 
company having taken over one large 
property. 





Texas Sales Congress Setup 


DALLAS—tTwo speakers at the an- 
nual tri-city sales congress of the Texas 
Association of Life Underwriters Jan. 
30-31 and Feb. 1 will continue their 
speaking tour at Oklahoma City, where 
they will talk Feb. 2 at the annual sales 
congress sponsored there by the Okla- 
homa association. They are Manuel 
Camps, Jr., general agent in New York 
for the John Hancock Mutual Life, who 
will talk on “What Price Organized 
Sales Talks?” at the Texas meetings, 
and Lynn S. Broaddus, Chicago man- 
who will discuss 
“Simplified Prospecting” at the Texas 
sales congress. 

C. J. Zimmerman, Chicago, eC 
of the National association, and R 
Hinkle, assistant agency manager Equi- 
table Society, Chicago, will also talk at 
Houston, San Antonio and Dallas before 
the Texas agents. Mr. Hinkle will 
speak on “Sales Opportunities Created 
by Social Security.” The same pro- 
gram will be presented at each Texas 
city, with the first meeting Jan. 30 in 
Houston, the second the next day in 
San Antonio and the final meeting in 
Dallas. 





Canadian Writings Slightly Lower 


OTTAWA, ONT.—Dominion Super- 
intendent Finlayson in a preliminary state- 
ment on 1939 results estimates that 
ordinary life insurance written will show 
an increase of less than 5 percent; group 
little, if any change; and industrial, a 
decrease of 30 percent or more, “reflect- 
ing not so much a reduction in the level 
of industry as an increase in the restric- 
tions on underwriting imposed by the 
companies with a view to reducing the 
heavy rate of lapsation in this branch of 
the business.” For all classes combined 
the written business will amount to 
about $610,000,000, as compared with 
$627,000,000 in 1938. a 





Brailey Speaks in Boston 


Earle W. Brailey, Cleveland general ; 
agent New England Mutual Life and : 
president of the Na tional C.L.U. chap- 
ter, addressed the Boston chapter on 


“After C. L. U—What?” 
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Mardi Gras in Fabulous 


Such will be the setting for the 
Pan-American Life’s next National 


Convention scheduled for Feb- 
ruary 25-28, 1941. 


To visit New Orleans at any time 
is, in itself, a genuine thrill, for no 
other City in America is like New 
Orleans . . . what with its subtle 
charm, its Creole atmosphere and 
its gay old French Quarter rich in 
romantic history. But to be in New 
Orleans during the Mardi Gras... 
that is an experience never to be 
forgotten. 















So it’s Mardi Gras in “America’s 
Most Interesting City’’ for Pan- 
American Life Fieldmen in Feb- 
ruary, 1941. 


PAN-AMERICAN LIFE INSURANCE CO. 


New Orleans, U. S. A. 
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LIFE VIEWS IN THE NEWS 


L. J. Ackerman, University of Newark, who discussed Dr. Hans Heymann’s 
paper on property life insurance at the annual meeting of the American Association 
of University Teachers of Insurance in Philadelphia, and Irvin Bendiner, Philadelphia 
attorney and business and estate expert, who discussed the paper of Paul Taylor, 


deputy superintendent New York department, on savings bank life insurance. 


CHAS. S. McALLISTER GORDON K. HARPER 


PAUL S. MECHLING EARLE B. RENWICK 


C. S. McAllister, field supervisor at the head office of the Phoenix Mutual Life, 
beconies manager of the new agency at White Plains, N. Y. Gordon K. Harper, for 
the past year supervisor in the “New York Lincoln Agency” becomes manager of 
the Philadelphia agency succeeding Paul S. Mechling who is made associate man- 
ager at Pittsburgh. Earle B. Renwick, who has been in charge of the Portland, Me., 
agency since April, has now been appointed manager. 





In attendance at the annual meeting of the American Association of University 
Teachers of Insurance in Philadelphia were (top row. left to right): Robert Riegel. 
University of Buffalo, association president: Paul L. Taylor, deputy superintendent 
New York department, who spoke on savings bank life insurance, and Ralph H. 
Blanchard, Columbia University, who discussed the paper presented by A. Van 
Court Miller, New York “Herald Tribune,” on the buyer’s viewpoint on insurance. 

Bottom: J. W. McNeill, Ohio State University: C. L. Parry, business research 
division Metropolitan Life, and E. L. Bowers, Ohio State University. 











At the annual meeting of the American Association of University Teachers of 
Insurance in Philadelphia: 

Top (left): E. W. Boehmler, dean school of commerce Chicago Central Y. M. C. A. 
College, and Frank Dickinson, University of Illinois, who gave a paper on “Insur- 
ance Developments After 1940.” 

Bottom (left): Dr. Ryoichi Obayashi, school of commerce Tokio University of 
Commerce, and C, K. Knight, University of Pennsylvania, who discussed the paper 
on “War Clauses in Life Insurance,” given by Pearce Shepherd, assistant actuary 
Prudential. 
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